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SOUTHLAND 

We have something to offer in the way LIFE INSURANCE 
COMPANY 


of a general agency that is very attractive 


to find with an old, conservative life com- DALLAS, TEXAS 














any. It will pay anyone interested to in- : 
sind wo ee Insurance in Force 


Over $66,000,000.00 


HARRY L. SEAY, President 


LAWRENCE M. CATHLES, 
Vice President & Actuary 


P. N. THEVENET, Secretary 


vestigate. All communications confidential. 

















Address Box 54, THE SPECTATOR, 
135 William Street, New York. 
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One Hundred and Twenty-Nine Years of Sound, Successful Underwriting. One 
Hundred and Twenty-Nine Years—Uninterrupted—of Service to Agent and 


eT 


Assured. Experience Should Be Worth Something. 


INSURANCE COMPANY OF NORTH AMERICA 


PHILADELPHIA 





WESTERN DEPARTMENT 


C. R. TUTTLE, Manager 


209 W. Jackson Blvd 
Chicago, IIl. 


BROKERAGE AND SERVICE DEPARTMENT 


CHAS. F. ENDERLY, Manager 


122-126 William Street 
New York City 
















“The Oldest American Fire and Marine Insurance Company” 
Founded 1792 
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UP TO THE MINUTE! 














The Reliance Life prides itself on always being strictly ‘“up-to-the- 
minute.” 

From time to time we have pioneered various new features into the 
field of life insurance. 

Today as the product of years of experimentation we have to offer you: 


THE 
PERFECT PROTECTION 
POLICY 


It is a policy with a human appeal! 


In it is combined full life and accident and health protection. Under 
this regime we can and do provide accident and health insurance for at least 
one-third less cost than regular casualty companies. 

A policy containing the sulphitic features we have introduced gives you 
“‘the something different’’ to talk to your prospects. 

It will stand the test of grilling competition—and come out victor. 


Time has proved that. 
AND— 


Our agency contracts are more than liberal. 


How about a connection? 


RELIANCE LIFE INSURANCE CO. 
of PITTSBURGH 


Farmer’s Bank Building 
PITTSBURGH PENNSYLVANIA | 
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New Western Bureau Officers 
Pennsylvania Federation Meeting 
Southern Surety Expands 

N. F. P. A. Meeting Going On 








Explosion Conference Meeting 
New Endorsements Drafted 

T. R. Marshall Heads Life Company 
Rate of Interest Table 








Bonding Service as a Selling Argument 
By JAMES W. MASON 


Vice-President, American Surety Company, New York 


URETYSHIP, both in the form of written obliga- 
tion and personal hostage, extends back to the 
earliest written history, and then it was regarded 
as a normal incident to be looked for as a matter 
of course. A study of history leads us to the 

conclusion that suretyship is a necessary accom- 
paniment of civilization. Prior to the last 100 
years it is doubtful. if any considerable amount -of 
suretyship was underwritten as a business, the 

' surety generally furnishing the service as an accommodation to his 

§ friend, the principal. Within the last 100 years corporate suretyship as 

© a business has developed. It is desirable at the outset to define just 

F what is covered by the term suretyship as a business. I think it has 

> ‘been best defined in the New York insurance law as follows: 

I, Guaranteeing the fidelity of persons holding positions of public 
© or private trust. 

© 2 Guaranteeing the performance of contracts other than insurance 
policies, 

E 3. Executing or guaranteeing bonds or obligations in actions or 
roceedings or by law allowed. 
> It may also help us in considering this subject to understand just 

fF What a suretyship company furnishes and what it does not furnish. A 

| Surety company sells credit, but still it differs from a bank. A surety 

| company guarantees against loss upon the happening of certain casualties, 
but still it does not issue insurance policies. It differs with a bank in 
that when you purchase credit from a bank, the bank furnishes you 
With the use of money or money’s worth, and you obligate yourself to 

 fepay that advance at some future time. When a surety company sells 
You credit it does not furnish you with either money or money’s worth 

oat that time. It agrees that if you do not perform your obligation it 
will pay the damage, and by so agreeing adds the credit of the surety 

| company to your credit. An insurance company sells you a_ policy 
Whereby the insurer undertakes to pay you the damage which you may 
‘suffer should a certain specified casualty happen. When you apply 
| asurety company for a bond it also agrees with you to pay damages 
)M case a certain casualty happens, but that casualty is always a failure 
)% your part to perform some obligation, and if you do fail to perform 
the Surety company expects to recover from you whatever it pays. 


The kind of suretyship which we are treating in this paper is the 
contract bond, more particularly that class commonly known as the 
supply contract bond, i. e., a bond which guarantees that a merchant or 
manufacturer who enters into a contract for future delivery of goods 
will perform that contract and deliver the goods at the time and of the 
quality and in the amount for which contract has been made. 

It is not my thought that a surety company has much to offer which 
will assist manufacturers that are known throughout the world to market 
their goods. The U. S. Steel Corporation, The Singer Sewing Machine 
Company, The National Cash Register Company, The Standard Oil 
Company, and others that might be mentioned are so well known in 
every part of the world that I doubt very much whether the ability to 
furnish a bond guaranteeing the performance of a contract by them 
will materially add to their ability to sell their goods. Even for com- 
panies of this class we have at times been asked to furnish contract 
bonds in favor of governmental authorities or large local corporations. 
Corporations of this type, great as they are, cannot alone by selling 
their products develop American commerce to the point desired. If 
this country is to take the position in the world’s market, which it 
should hold, the vast number of solid solvent business houses scattered 
throughout the country, and particularly the manufacturers who are 
rated at from $50,000 to $2,c00,000 or $3,000,000, must find a way to sell 
their surplus products in such manner that the factory can operate 
every day in the year, and each day produce so that there will be no 
slack times alternating with rush periods. To do this each manufac- 
turer must endeavor to locate a market where the demand is brisk at 
the season when demand in this country is slack, and then secure in that 
market a sufficient volume of contracts to enable him to operate his 
factory full time during our busy season and during our slack season. 
When that end is achieved there will be steady employment for our 
workingmen, the overhead will be distributed evenly and will be mate- 
rially reduced per unit, which will operate also by reducing the selling 
price to increase the home as well as the foreign demand for the article. 

This cannot be accomplished by occasional sales through commission 
houses. It will be necessary that each such manufacturer bring himself 
into the same close, direct and intimate touch with his proposed foreign 
customers as he finds necessary to hold his domestic customer. Obviously 

(Continued on page 33) 
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THE RATE OF INTEREST EARNED 
reg and the conditions which 

govern the rate thereof have been 
leading subjects in the study of econo- 
mists from times of antiquity. Ancient 
peoples decried the taking of interest, 
and we find it prohibited in the Mosaic, 
Roman and early Christian laws. The 
fact that its prohibition was an economic 
injustice is demonstrated by its persist- 
ency, for, despite hostile legislation, inter- 
est flourished, and as its necessity be- 
came universally acknowledged, various 
subtleties were employed to justify its 
toleration. 

In the eyes of the earlier students of 
economy it was wrong, but as commerce 
and industry increased and _ broadened, 
the borrowing of money became an al- 
most essential factor in the business and 


THE RATE OF INTEREST EARNED ON MEAN INVESTED FUNDS BY FIFTY-FIVE 


It was a short step for 
recompense 


financial world. 
all to realize that some 
should be made the lender for the use of 
his money, which otherwise could be put 
to use by him as business capital in a 
venture similar to that carried on by the 
borrower. From this point, interest in 
one way or another was legalized. Its 
fluctuations were studied and the cause 
thereof was accounted for by many 
theories, some of which are defended to- 
Among the many common theories 
interest 


day. 
of the cause of variations in 
rates are “the price paid for the use of 
money,” “productivity of capital,’ cost 
of waiting,” “supply and demand.” 
Various facts have tended to 
from these many theories till the gener- 
ally accepted one of the leading econo- 
mists is that the rate of interest is an in- 


detract 


LIFE INSU 


RANCE COMPANIES FROM 1902 TO 1921, INCLUSIVE 


dication of the value of the present dollar 
ot mecome over the dollar of future in- 
come. It is for this reason that when 
money is scarce, the borrower is willing 
to sacrifice more future goods in return 
for actual money, so accounting for the 
prevailing higher rate of interest, 

A demonstration of this fact is to he 
had in that the rate of interest earned on 
the mean invested funds of fifty-five oj 
the older life insurance companies of the 
United States for the year ending Decem- 
ber 31, 1921, is higher than they have re- 
ceived in any of the nineteen previous 
years, because business conditions in the 
post-war period being unsettled and un- 
stable, and capital being required, cor- 
porations and others are willing to give 
promises of larger future repayments in 

(Continued on next page) 





























AVERAGES. 
COMPANIES, 1902 | 1903 | 1904 |1905 | 1906 |1907 |1908 | 1909 | 1910 | 1911] 1912 | 1913 |1914 |1915 | 1916} 1917 | 1918 | 1919 | 1920 | 1921 | 1902 | 1907! 1912 1917 | 1902 

to | to | to | to 
ee : 1906 | 1911 | 1916 | 1921 190 
Emma Lite...... . .- | 4-41] 4-51 | 4.49 | 4.48 | 4.56 | 4.63 | 4-68 | 4.73 | 4.97 | 4.89 | 5.11 | 5-40 | 5.19 | 5.11 | 5.12 | 5.02 | 5.14 | 5.06 | 5.72 | 5.66 | 4.50 | 4.77 | 5.18 | 5.34 | 5.03 
American Central....... 4-18 | 4.70 | 3.81 | 3.53 | 4.29 | 5.31 | 5-78 | 5.91 | 6.14 | 5.97 | 6.02 | 6.17 | 6.17 | 6 14 | 6.45 | 6.12 | 6.25 | 6.03 | 7.05 | 6.60 | 4.03 | 5.87 | 6.21 | 6.46 4 
Atlantic Life. pcieieisn so isree 4-42 | 3-29 | 3-73 | 3-79 | 4-77 | 6.09 | 4.58 | 5.29 | 5.44 | 5-97 | 5.56 | 5-93 | 6.17 | 6.13 | 6.10 | 6.01 | 6.22 | 5.84 | 6.10 | 6.48 | 4.04 | 5.52 | 6.03 | 6.16 | 6.00 
Baltimore Life......... 4.10 | 4.17 | 4.22 | 4.21 | 4.45 | 4.41 | 4.40 | 4.41 | 4.51 | 4 48 | 4.67 | 4.71 | 4-71 | 4-72 | 4.66 | 4.72 | 4.79 | 4.65 | 4.92 | 5.06 | 4.25 | 4.45 | 4.69 | 4.84 | 4.70 
Bankers, Neb.......... 5.05 | 5-24 | 5.01 | 4.99 | 5.00 | 4.97 | 5.03 | 5.07 | 5.07 | 4.96 | 4.88 | 4.92 | 5.04 | 5-14 | 5.17 | 5.07 | 5-16] 5.19 | 5.50 | 5-81 | 5.04 | 5.02 | 5.06 | 5.39 | 5.24 
J ee 4-50 | 4.78 | 4.73 | 4.87 | 4.82 | 5.09 | 5.19 | 5.07 | 4.95 | 4-87 | 4.80 | 4.88 | 4.89 | 4.89 | 4.88 | 4.90 | 4.92 | 4.93 | 4.93 | 5-32 | 4.72 | 5.02 | 4.87 | 5.00 | 4.93 
Central of U.S.A...... 3-85 | 4.56 | 5.56 | 4.76 | 4.96 | 5.761 5 94 | 6.13 | 6.42 | 6.48 | 6.15 | 5.99 | 6.24 | 6.70 | 6.45 | 6.22 | 6.18 | 5.45 | 6.18 | 5.97 | 4.88 | 6.22 | 6.36 | 6.06 | 6.12 
Colonial Life........... 1.81 | 3.52 | 3-43 | 4.29 | 4-63 | 4.27 | 4.73 | 4.67 | 4.82 | 5.20] 5.17 | 5.32 | 5-33 | 5-35 | 5-44 | 5-51 | 5-56 | 5.60] 5.38 | 5.56 | 3.83 | 4.80 | 5.33 | 5.51 | 5.26 
Connecticut General... .| 5.01 | 4.89 | 5.02 | 4.98 | 4.84 | 5.08 | 5.22 | 5.24 | 5.19 | 5.32 | 5.37 | 5-42 | 5-39 | 5-54 | 5.51 | 5-49 | 5-50 | 5-29 | 5-45 | 5-69 | 4.94 | 5.22 | 5.45 | 5.511 5.39 
Connecticut Mutual..... 4.58 | 4.65 | 4.69 | 4.68 | 4.83 | 4.83 | 4.83 | 4.76 | 4.80 | 4.81 | 4.82 | 4.81 | 4.87 | 5.00 | 5.01 | 4.98 | 5.01 | 4.94 | 4.96 | 5.36 | 4.69 | 4.80} 4.90 | 5.04 | 4.88 
Equitable, New Vork...| 4.39 | 4.28 | 4.47 | 4.38 | 4.36] 4.53 | 4.57] 4-51 | 4.54 | 4-56 | 4.46 | 4.56 | 4.60 | 4.63 | 4.50 | 4.76 | 4.61 | 4.72 | 4.78 | 4.95 | 4.34 | 4.51 | 4.58 | 4.76 | 4.59 
Equitable, Des Moines .| 5.48 ! 5.39 | 5.63 | 5.44 | 5-35! 5-71 | 5.53 | 5-61 | 5.54 | 5-54| 5.75 | 5-83 | 5-95 | 6.03 | 6.03 | 5.70 | 5-77 | 5.59 | 5 47 | 5-64 | 5.45 | 5-58 | 5.93 | 5-63 | 5.69 
Federal Life........-+0 3.88 | 3.90 | 8.21 | 4.76 | 4.42 | 4.68 | 4.95 | 4.04 | 4.60 | 4.68 | 5.31 | 5.69 | 5.39 | 5-70 | 5.66 | 5.83 | 6.09 | 6.11 | 6.54 | 6.79 | 5.20 | 4 50 | 5.65 | 6.31 | 5.73 
Fidelity Mutual........ 5-50 | 5-39 | 5-28 | 5.58 | 5.39 | 5-32 | 5-40] 5.20 | 5.14 | 5.36 | 5 35 | 5-40 | 5-28 | 5.33] 5 38] 5-40 | 5-33] 5-29 | 5-51 | 5-97 | 5.43 | 5 28] 5.35 | 5.52] 5.41 
Franklin Life...-.--..... 5.22 | 4.61 | 5.07 | 5.07 | 5.29 | 5.11 | 5.10 | 5.33 | 5.07 | 5.02 | 4 93 | 4.89 | 5-19 | 5.36 | 5.43 | 5-49 | 5-50] 5.49 | 5-63 | 5-82 | 5.08 | 5.12 | 5.18 | 5 60] 5.35 
Guardian, PEW case sss 4.87 | 4.81 | 4.88 | 4.80 | 4.80 | 4.90 | 4.76 | 4.73 | 4.65 | 4.69 | 4.84 | 4.92 | 4.93 | 4-87 | 4.c1 | 4.85 | 5-12 | 4.92 | 4-91 | 5-33 } 4.84 | 4.74 | 4.89 | 5.00] 4 8 
Home Life......--...--| 4.72 | 4-73 | 4-76 | 4.81 | 4.57 | 4.85 | 4.79 | 4.87 | 4.88 | 4.89 | 4.92 | 4.92 | 4.91 | 4.87 | 4.86 | 4.90 | 4.89 | 4.87 | 5.02 | 5.13 | 4.72 | 4.86 | 4.89 | 4.97 | 4.89 
Illinois Life.........+- 6.84 | 4.87 | 5.05 | 5.40 | 5.77 | 5.67 | 4.75 | 5.49 | 5.22 | 5.46 | 5.23 | 5.30 | 5-26] 5.24 | 5.29 | 5.43 | 5-32 | 5-26 | 5.49 | 5-39 } 5.46 | 5.30 | 5.26 | 5.38] 5.34 
John Hancock. . .. 14.95 | 4-85 | 4.70 | 4.69 | 4.63 | 4.79 | 4.94 | 4.79 | 4.87 | 4.98 | 5.12 | 5.12 | 5-24 | 5.31 | 5.28 | 5-25 | 5-17 | 5.07 | 5.03 | 5-19 | 4.74 | 4.88 | 5.21 | 5.14 | 5.09 
Life Ins. Co. of Va..... 4-48 | 4.68 | 4.67 | 4.83 | 4.77 | 4.87 | 5.14 | 5.34 | 5.28 | 5.47 | 5,53 | 5-54 | 5-641 5-73 | 5-72] 5-79 | 5-91 | 5.72 | 6.10 | 6.28 | 4.71 | 5.27 | 5.65 | 5.99 | 5.72 
Manhattan ........--.-- 5.10 | 5.18 | 5.38 | 5.32 | 5.20 | 5.27 | 5.21 | 5.10 | 5.02 | 4.99 | 5.41 | 5 00 | 4.92 | 4.85 | 5.29 | 5.46 | 5-63 | 5.44 | 5.66 | 6.18 | 5.24 | 5.12 | 5.09 | 5.67] 5.27 
Maryland Life......---- 4.35 | 4-58 | 4.84 | 4.43 | 4.79 | 4.85 | 4.87 | 4.98 | 5.17] 5.20 | 5.15 | 5.18 | 5.30 | 5.02 |] 5.07] 5.14 | 5-19 | 5.13 | 5-23 | 5-30 | 4.60 | 5.02 | 5.14 | 5.20] 5.05 
Massachusetts Mutual...| 4.65 | 4.59 | 4-63 | 4.64 | 4.65 | 4.64 | 4.69 | 4.74 | 4.77 | 4.82 | 4.88 | 4.88 | 4.90 | 5.00 | 5.06 | 5.06 | 5.01 | 5.01 | 5.04 | 5.34 | 4.64 | 4.74 | 4.95 | 5.10 | 4.4 
Metropolitan............ 4-39 | 4-35 | 4-48 | 4.80 | 4.67 | 4.83 | 4.70 | 4.89 | 4.92 | 4.96 | 4.92 | 4.95 | 4.98 | 4.97 | 5.01 | 5.07 | 5-12 | 5.05 | 5.11 | 5.46 | 4.57 | 4.87 | 4.98 | 5.18 | 5.04 
Michigan Mutual ...... §.21 | 5.17 | 5.09] 5.10] 5.14] 5.11} 5.11 | 5.12 | 5.13 | 5.11 | 5.12 | 5.13 | 5-24 | 5.22 | 5.19 | 5-17] 5 17 | 5.26] 5.41 | 5.51 15.14 | 5.12 | 5.18 | 5.31 | 5.19 
Minnesota Mutual...... 4-15 | 4.26 | 4.21 | 4.08 | 4.32 | 4.60 | 4.68 | 5.01 | 5.18 | 5.22 | 5.29 | 5.39 | 5-43 | 5-52 | 5.59 | 5-52 | 5-51 | 5.32 | 5-48 | 5.71 | 4.20 | 4.97 | 5.45 | 5.52/52 
Missouri State...-...... 3.81 | 3.79 | 5-11 | 4.17 | 5.83 | 6.21 | 6.48 | 5.82 | 6.57 | 6.89 | 7.08 | 9.75 | 6.76 | 6.75 | 6.78 | 7.01 | 6.75 | 6.71 | 7.55 | 7-25 | 4.81 | 6.46 | 7.24 | 7.10 | 7.04 
Mutual Benefit.......... 4-96 | 4.81 | 4.93 | 4.82 | 4.91 | 4.94 | 4.95 | 4.90 | 4.92 | 4.92 | 4.96 | 5.00 | 5.02 | 4.98 | 5.02 | 5.04 | 4.90 | 4.94 | 4.99 | 5-2I | 4.92 | 4.93 | 5.00 | 5.02/49 
Mutual, Md.......----- 4.98 | 5.40 | 5.66 | 5.57 | 5.25 | 5-12 | 4.94 | 4.69 | 4.39 | 4-66 | 4.73 | 4.75 | 4-87 | 4.98 | 5.04 | 4.94 | 5-18 | 5.15 | 5-02 | 5.82 | 5.39 | 4.72 | 4.90 | 5.25 | 5.09 
Mutual of New York... .| 4.36 | 4.45 | 4-54 } 4.68 | 4.70 | 4.86 | 4.80] 4.74 | 4.76 | 4.70 | 4.69 | 4.69 | 4.52 | 4.69 | 4.71 | 4.72 | 4.66 | 4.61 | 4.68 | 4.91 | 4.58 | 4.77 | 4.66) 4.72 | 4.9 
National Life..........- 4-97 | 4.91 | 5.01 | 4.94 | 4.89 | 4.94 | 4.89 | 4.90 | 4.90 | 4.96 | 5.05 | 5.11 | 5 08 | 5.12 | 5.09 | 5.07 | 5-09 | § 08 | 5.18 | 5.40 | 4.90 | 4.92 | 5.09 | 5.17 | 5. 
National U.S. A....... 5.26 | 4.42 | 5.03 | 5.22 | 5.43 | 5-87 | 5.22 | 5.03 | 5.08 | 4.99 | 6.40 | 5.32 | 5.01 | 4.88 | 5.07 | 5.14 | 5.28 | 5.30 | 5.80 | 5.25 | 5.11 | 5.20 | 5.29 | 5.36/52 
New England........-- 4-63 | 4-73 | 4-7 | 4.99 | 4-59 | 4-79 | 4.77 | 4-71 | 4.67 | 4.62 | 4.63 | 4.63 | 4.61 | 4.65 | 4.70 | 4.66 | 4-63 | 4.90 | 4.82 | 5.17 | 4.74 | 4.71 | 4.65 | 4-85 | 475 
New York Life ......... 4-49 | 4-38 | 4.29 | 4.36 | 4.44 | 4.54] 4.54 | 4.49 | 4-50] 4.51 | 4.54 | 4-61 | 4-55 | 4.57 | 4.64 | 4.68 | 4-60 | 4.61 | 4.75 | 5.07 | 4.41 | 4.51 | 4.58 | 4.67/ 45° 
Northwestern Mutual. ..} 4.65 | 4.63 | 4.77 | 4.73 | 4.72 | 4-76 | 4.85 | 4.85 | 4.86 | 4.97 | 4.88 | 4.89 | 4.97 | 4.91 | 5.03 | 5.06 | 5-01 | 4.98 | 5.01 | 5.26 | 4.71 | 4.86 | 4.95 | 5.06] 494 
Pacific Mutual......... 5.46 | 5.15 | 5-21 | 5.23 | 5.18 | 5.22 | 5.16 | 5.22 | 5.40 | 5 63 | 5.81 | 6 of | 6.10 | 6.04 | 6.12 | 6.06 | 5.95 | 5.78 | 5.90 | 6.12 | 5.23 | 5.34 | 5.92 | 5.96] 5:97 
Penn Mutual.......... 5.02 | 5.05 | 4.97 | 5.32 | 5.06 | 5.13 | 5.00 | 5.04 | 5.02 | 5.05 | 5 of | 5.00 | 5.05 | 4.97 | 5.14 | 5.95 | 4.95 | 5-11 | 5.21 | 5.38 | 5.09 | 5.05 | 5.04 | 5.15] 5% 
Phoenix Mutual........- 5.19 | 5.13 | 5-10] 5.15 | 5.19 | 5.11 | 5.14 | 5.23 | 5.18 | 5.20 | 5.25 | 5.30 | 5-28 | 5.39 | 5 42 | 5.35 | 5-42] 5-39 | 5-27 | 5.68 | 5.15 | 5.18 | 5.33 | 5.43] 53! 
Presbyterian Ministers. | 4.77 | 4.58 | 4.62 | 4.40 | 4.58 | 4.64 | 4.94 | 4.55 | 4.34 | 4-45 | 4-39 | 4-28 | 4.31 | 4.27 | 4.33 | 4.30 | 4-24 | 4-15 | 3-93 | 4.32 | 4.58 4.56 | 4.31 | 4-19 | 4:3? 
Provident L. and 1.....! 4.77 | 4-63 | 4-48 | 4.52 | 4-67 | 5.20 | 5.15 | 5.11 | 5.10 | 5.02 | 5.06 | 5.07 | 5.03 | 4-99 | 4.99 | 5.02 | 5.II | 5.05 | 5.23 | 5.53 4-61 | 5.11 | 5.03 | 5.20; 5% 
Prudential..........-. 4.52 | 4.72 | 4.71 | 4.67 | 4.70 | 4.74 | 4.66 | 4.65 | 4.64 | 4.74 | 4.76 | 4.77 | 4.71 | 4.95 | 4.71 | 4.84 | 4-69 | 4.71 | 4.90 | 5.28 | 4.68 | 4.68 | 4.78 | 4.91 | 4 
Register Life........... 3.80 | 4.38 | 4.90 | 4.98 | 5.27 | 5.28 | 5.17 | 5.34 | 5-33 | 6.07 | 5.86 | 5.83 | 5-88 | 5.82 | 6 14 | 5.95 | 5-86 | 5.85 | 5.98 | 6.12 | 4.83 | 5 50 | 5.92 | 5.97|5% 
Reserve Loan.......... 4.23 | 2.95 | 6.35 | 5.56 | 4.90 | 4.73 | 4.76 | 4.70 | 4-97 | 5-16 | 5.30 | 5.37 | 5-51] 558] 5.42] 5.18 | 5.56 | 5.91 | 6.23 | 6.23 | 5.21 | 4.88 | 5.44 5.86 | 5:50 
Royal Union........... 6.03 | 5.90 | 6.25 | 6.14 | 6.13 | 6 co | 5.93 | 5.90 | 6.03 | 5.98 | 6.23 | 6.16 | 6.18 | 6.13 | 6.04 | 5.90 | 5.84 | 5.79 | 6.11 | 5.94 | 6.10 | 5.97 | 6.14 | 5.92 Got 
St. Louis Mutual...-...] 5.91 | 5.73 | 5-65 | 5.56 | 5-46 | 5.42 | 5.40| 5.50] 5-39 | 5.42 | 5.30 | 5-48] 5.49 | 5.71 | 5.83 | 5-71 | 5-75 | 5-93 | 5-91 | 6.03 | 5.66 | 5.43 | 5.58 5.88 | 5:0 
Security Mutual, N. Y..| 3.19 | 3.06 | 4.39 | 4.17 | 4.60 | 4.77 | 4.98 | 4-77 | 4-63 | 4-71 | 4-73 | 4-87 | 4-97 | 4.98 | 5-17 | 5-19 | 5-20 | 5.13 | 5 43 | 5.61 | 4.10 | 4.77 | 4.95 | 533] 4% 
State Life, Ind......-. 5.10 | 4.78 | 7.95 | 6.27 | 6.35 | 6 04 | 6.03 | 5.99 | 5-93 | 5.94 | 6.00 | 5.98 | 6.03 | 6.03 | 5.99 | 5.84 | 5-78 | 5.69 | 5-78 | 5.94 | 6.32 | 5-98 | 6.01 5.81 | 5:94 
State Mutual, Mass.. . | 4.66 | 4.89 | 4.74 | 4.67 | 4.76 | 4.78 | 4.74 | 4-52 | 4.52 4.66 | 4.68 | 4.77 | 4.92 | 4.85 | 4.83 | 4.90 | 4-93 | 5.03 | 5 17] 5-36] 4 75 | 4-64 | 4.81 | 5.09 487 
Sun of America........ 6.66 | 6.19 | 4.93 | 5-27 | 4.39 | 4.59 | 4-75 | 5-54 | 5-94 | 4.87 | 4.83 | 4.86 | 4.86 | 4.72 | 4.19 | 5.94 | 6.05 | 5.88 | 6.10 | 6.41 | 5.23 | 5.21 4.66 | 6.12 )5%9 
Texas Liftccccs.-cccse- 8.42 | 8.35 | 7.74 | 8.94 |10.09]10.88 | 8.17 | 8.10 | 6.97 | 7.74 | 7.75 | 8.17 | 2.62 | 6.20 | 6.31 | 5.52 | 5-42 | 4.85 | 5-95 | 7-60 | 8.78 | 8.36 | 7.12 6.02 | 7-3 
Travelers...ccccccsseee -| §.02 | 4.91 | 5.02 | 5.47 | 4.91 | 4.99 | 4.95 | 4.99 | 4-96 | 5.07 | 4.98 | 5.10 | 5.12] 5.16 | 5.05 | 5.06 | 5.01 | 5.12 | 5.10 | 5.32 | 5.07 | 4.99 5.08 | 5.14 2 
Union Central.......... 6.53 | 6.54 | 6.50 | 6.53 | 6.29 | 6.47 | 6.39 | 6.53 | 6.47 | 6.35 | 6.28 | 6.26 | 6.42 | 6.44 | 6.51 | 6.51 | 6.48 | 6.35 | 0.38 | 6 43 | 6.40 | 6.44 | 6.39 6.42 3a 
Union Mutual.......... 4-37 | 4-34 | 4.36 | 4.39 | 4-45 | 4.50 | 4.55 | 4.51 | 4.62 | 4.59 | 4.61 | 4.57 | 4.50 | 4.39 | 4.49 | 4.54 | 4.30 | 4.84 | 4.65 | 4.61 | 4.38 | 4.56 | 4.52 | 4:59 = 
United States.......----] 5.21 | 5.41 | 5.39 | 5-10 | 5.10 | 5.14 | 5.28] 5.14 | 5.15 | 5.28 | 5.04 | 5.04 | 5.07 | 5.22 | 5.26] 5.21 | 5.32 | 5.46 | 5.61 | 5-54 | 5-24 | 5-20 | 5-12 | 5-43 }2") 
Western & Southern... .| 3.23 | 3.58 | 2.88 | 3.68 | 4.21 | 4.63 | 4.56] 4.51 | 4.89 | 5.04] 5.26 | 5.13 | 5.22] 5.15 | 4.96 | 4.95 | 5 04 | 5.01 | 5,47 | 5-76 | 3-64 | 4-77] 5-13 5.3% 5B 
Averages (55 Cos.) 4.58 | 4.61 | 4.63 | 4.68 | 4.68 | 4.80 | 4.77 | 4.70 | 4.78 | 4.79 | 4-79 | 4.84 | 4.83 | 4.88 | 4.91 | 4.94 | 4.89! 4.851 5.02] 5.29 | 4.67] 4-77 4.85 | 4.991457 
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RESOLUTION evidently aimed at 
A the efforts of the Lockwood com- 
mittee on housing to force insurance com- 
panies to invest a certain amount of their 
assets in specified securities, i.e, mort- 
gage bonds, was adopted at the recent 
spring meeting of the insurance commis- 
sioners. The commissioner from Massa- 
chusetts framed the resolution with the 
clarity and insight which have come to be 
expected from him. From the fact that 
the resolution met with immediate and 
unanimous favor, it may be deduced that, 
in spite of the efforts of agitators, such 
schemes have obtained no favor in the 
eyes of the real representatives of the 
people. This is a noteworthy stand and 
one that future commissioners will find 
hard to break down because it is based on 
sound and honest principles. While the 
commissioners acknowledge that invest- 
ment laws may be necessary, they are 
positive in disclaiming any effort to force, 
by law, investments in specified securities. 
The function of an insurance company 
is to pay its losses as promptly as pos- 
sible, even if such payments require the 
liquidation of their assets in order to do 
0. The fact that they have large amounts 
available for investment is no reason for 
lorcing such funds to be put to use for 
the development of a particular industry 
or business. The men who are placed 
charge of the assets of insurance com- 
panies are chosen because of recognized 
ability to conserve those assets in a readily 
available form. The adoption of restrict- 
ve legislation serves only to reduce the 
‘alue of good judgment and to force up 


the price of the securities named. A good 
number of companies would find them- 
selves in the position of being forced to 
in securities as to the value of 
which they might be doubtful, especially 


invest 


for their own purpose. The strong stand 
of the commissioner on this subject will be 
a great relief to many stockholders and 
policyholders of insurance companies of 
every class. 


N interesting feature of the under- 
A writing world is the great diversity 
of contingencies to which the guarantees 
afforded by the fidelity and surety com- 
In gen- 
these the 
fidelity of persons holding positions of 


panies may be and are applied. 
eral, companies guarantee 
public or private trust, guarantee the 
performance of contracts other than in- 
surance policies, and execute or guarantee 
bonds or obligations in actions or pro- 
ceedings, or by law allowed. A corporate 
guarantee of the performance of almost 
conceivable business contract or 
obligation may now be secured, so that 
much of the risk is taken out of business, 


so far as the contracting parties are con- 


any 


cerned, and are assumed under the 
specific circumstances by the surety 
companies. A recent development along 


this line is the adaptation of the surety 
bond idea to guarantees in connection 
with foreign trade, particularly in connec- 
tion with the entrance into such trade of 
concerns which may not be well known 
abroad. The salesman for such a concern 
may now offer to furnish a bond guaran- 
teeing that his house will perform the 
terms of a contract made with a business 
It is sur- 
prising, to one who has not investigated 


concern in a foreign country. 


the subject, to learn of the great variety 
of circumstances in which the bonds of 
surety companies are now available for 
the assistance of business concerns. 


MERICAN marine insurance seems 
A to have a staunch friend in Super- 
intendent Francis R. Stoddard, Jr., of 
the New York Insurance Department. 
While out in St. Louis attending the Na- 
tional Convention of Insurance Commis- 
sioners, he appealed to his colleagues to 
help ease the burdens heaped upon the 
shoulders of domestic underwriters. Mr. 
Stoddard realizes what many other offi- 
cials do not, that the salvation of the 


5 


marine insurance business in the United 
States depends upon relief from the pres- 
ent unfair method of taxation and the 
removal of the absurd barriers which 
place every American marine insurance 
company at a disadvantage in competing 
against foreign insurers. 


THE RATE OF INTEREST EARNED 

(Continued from page 4) 

for the present dollar. The rate 
of interest earned by the insurance com- 
panies for 1921 was 5.29 per cent; this 
is .27 per cent higher than that received 
in 1920, and .71 per cent higher than 
that received at the beginning of the 
twenty-year period, which was also the 
lowest rate received by the combined 
companies. 

As most of the companies compute 
their reserves on either a 3 or 3% per 
cent basis, there is now, because of the 
high interest rate, a wide margin for 
dividend accumulations, and the return of 
higher dividend scale is a free prediction. 
To the policyholder this high interest 
earning is a source, therefore, of gratifi- 
cation, as it not only predicates a better 
return on his insurance investments but 
also an increase in the financial strength 
of the respective companies, due to their 
additional working capital and its conse- 
quent earnings. 

In the tabulation presented herewith 
the gross rate of interest earned on mean 
invested funds is shown. The table has 
been constructed by taking the mean 
ledger assets of the companies as a divisor 
of the interest and rents earned, as shown 
by the companies’ reports to the several 
State insurance departments. The inter- 
est rate is given in the compilation year 
by year for a period of twenty years, and 
is also shown for the four five-year pe- 
riods as well as for the entire twenty 
years. The combined average for the en- 
tire twenty years is shown to be 4.87 per 
cent, and for the last five-year period 
4.99 per cent, a materially higher rate 
than in any other of the other five-year 
periods. 

Present market reports show that both 
high class government and corporation 
bonds and high grade first mortgage loans 
on farms and other properties are sold to 
yield a higher rate of interest than was 
attained previously in this country. 
Money is now so desirable that its present 
value is relatively higher than its value in 
future payments. 
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Cc. A. PALMER, Prest. W. A. ELDRIDGE, Secretary 
S. D. ANDRUS, Vice-Prest. and Managing Underwriter 


The Inter-State Fire Insurance Co. 


OF DETROIT, MICHIGAN 
406-412 DIME BANK BUILDING 











RPIEED Sinievinw views cnes enews 25sec sev sbtsieeeslesisuaise . $530,140.65 
LIABILITIES, INCLUDING CAPITAL............... 469,022.68 

PERCE DESIRE ECS. 5 0'n1os w/n\o 0501010 010 ele; 4 0's /slale's o\sleiere sie $61,117.97 
SURPLUS TO -POLICYHOLDERS.............e0e00. $320,267.97 


AGENTS WANTED IN MICHIGAN, OHIO, INDIANA AND ILLINOIS 























RITISH AMERICA ASSURANCE CO. 
TORONTO, CANADA 
INCORPORATED 1833 
FIRE, EXPLOSION, RIOTS, CIVIL COMMOTIONS 


AND STRIKES 


UNITED STATES BRANCH 
January I, 1922 
.. $2,256,915 


ila ain la deadline ee accep alate 
Liabilities. ....... OR ee ee ree . 1,601,036 
SE ee ere ee eer $655,879 


W. B. MEIKLE, President and General Manager. 






















NORTHERN INSURANCE Co. 


OF NEW YORK 
WILLARD S. BROWN & CO., General Managers 
1 Liberty Street, New York 


JOSEPH W. BECK, Special Agent GUSTAVUS B. HOLT, Special Agt. 
56 Richton Ave., Detroit, Mich. 72 Kilby Street, Boston, Mass. 
W. P. RAY, Special Agent FRANK G. DELA HUNT, 
Terre Haute, Ind. Special Agent 


726 Racine Street, Milwaukee, Wis. 


C. C. CRANDALL, Special Agent ERIK LINDSKOG Special Agent 
Cambridge Springs, Penn. 7 W. Lake St., Minneapolis, Minn. 


RICHARD W. WETZEL 
1526 Bryden Road, Columbus, Ohio 


































(jeneral Accident 


FIRE AND LIFE 


ASSURANCE CORPORATION, Ltd 


FREDERICK RICHA2DSON, United States Manager 
GENERAL BUILDING -4T" & WALNUT STS 
PHILADELPHIA 






















ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1922 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 


Cash Capital, . . . .  $1,250,000.00 
Net Surplus, ... . $2,840,571 
Surplus to Policyholders, $4,090,571 





" BASTERN DEPARTMENT WESTERN DEPARTMENT 
D. H. DUNHAM, President NEAL BASSETT, V.P, and Mgr. 
JOHN KAY, Vice-Pres. W. T. BASSETT, Ass’t Manager 


A. H. HASSINGER, Sec’y 
NEWARE, N. J. CHICAGO, ILL. 
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Announcing 


The Farmers New Trademark 


For a company that has performed sixty-two years of distinctive and con- 
tinuous service in the ‘‘corn belt’’, this trademark is indeed well adapted, 
The drawing is the product of Franklin Booth, one of the country’s best 
known artists. The symbolism is of course clear. The farmer with his wife 
and little son looking across the fields of corn in shocks with every hope of 
success and prosperity for the future. 

It is the intention of the Fazmers to have this emblem appear in all its 
advertising matter and statements so as to make it indicative and impressive 
of the strength of the company wherever Farmers’ policies are written. 

It is generally conceded that the farmer and his family will be a worthy 
addition to the trademarks of the three other companies. 


FARMERS INSURANCE CO. 


of Cedar Rapids, Iowa 


HENRY EVANS J. F. DONICA 
Chairman of the Board. President. 
CASH CAPITAL, $200,000.00 
A Member of the America Fore Group 























1922 POCKET STATISTICS 


Relating to the Insurance Business 


Useful to Insurer and Insured 


THE SPECTATOR COMPANY 


Has issued its standard annual statistical publications as follows: 


THE FIRE INSURANCE POCKET INDEX, showing the condition 
of the principal stock fire insurance companies in comparative 
form for ten years. 

THE LIFE INSURANCE POLICYHOLDERS’ POCKET INDEX, 
showing the financial condition and business transactions of 
American and Canadian life insurance companies in compara- 
tive form for five years. f 

THE POCKET REGISTER OF LIFE ASSOCIATIONS, showing 
the condition and business stipulated premium, assessment 
and fraternal associations; comparative tables for five years. 

THE POCKET REGISTER OF ACCIDENT INSURANCE, 

showing the condition and business of stock and assessment 

f accident insurance companies and associations transacting 

*:" personal accident insurance; comparative tables for five years. 

THE HANDY CHART OF CASUALTY, SURETY AND MISCEL- 
LANEOUS INSURANCE COMPANIES IN AMERICA, 
showing detail condition and business of over 100 companies 
transacting various classes of business in comparative form 
for ten years; also additional table listing 174 companies not 
writing multiple casualty lines, or whose operations are more 
limited, showing one year’s figures only. 

’ ve i ions i istics of the companies, compiled from 
official ee oe: ofl 921. The paren are made up In 
convenient pocket form, having serviceable manila covers, and are invaluable 
to insurance men of all classes for ready reference. These publications are 


’ and have become standard authori- 
anner in which they 


oe 
Gar 


frequently spoken of as ‘‘Spectator Charts,’ € 
ties because of their trustworthiness and the convenient m 


are made up. 
PRICES 
In Manila Cover 75 cents In Flexible Pocketbook $1.25 


THE SPECTATOR COMPANY 





1 
CHICAGO OFFICE 135 WILLIAM STREE 
INSURANCE EXCHANGE NEW YORK 
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| _FIRE INSURANCE NOTES AND EVENTS 


NEW YORK SURVEYS 


The Brokerage Consolidations.—Are the 
consolidations which are taking place of ben- 
efit to the insured? We venture to take 
the position that that is the point of view from 
which they must be considered. Unless they 
are a benefit to the insured then a_ broker 
should hesitate before uniting with another 
house. After all, a brokers’ service to be of 
value must be personal and if it is too large it 
ceases to be that. 

As to Agents’ Balances. 
which is now taking place because of credit 


In the discussion 


conditions it must be borne in mind that in 
the final analysis of the proposition over-ex- 
tended credit is not benelicial to anybody. There 
may be genuine cases where the credit, beyond 
the three months for which the insurance com- 
panies are allowed credit in ‘their annual re- 
port for unpaid balances, may be justifable, 
but they ought to be very few indeed. We re- 
call a case where a local agent upbraided the 
specials, and after many months of arrears 
was called upon by the specials in a body for 
the purpose of seeing if they could collect. He 
told them plainly that his poor condition was 
due to their leniency, because if they had pressed 
him hard he would not have used the funds for 
other purposes. Shortly thereafter he com- 
mitted suicide. 

The Institute Examinations.—Monday 
evening all over the United States the examina- 
he Insurance Institute of America 
commenced. They are being held on Monday, 
Tuesday, Thursday and I‘riday evenings of this 
and next week. Approximately 500 students 
are sitting for the examinations, and for the 
first time, in addition to the fire, a large num- 
ber of students have entered for the casualty 


tions of t 


examinations, 

The Conference Committee.—The work of 
this committee, which is charged with starting 
the new State-wide rating organization, has pro- 
gressed to the point where their suggestion for 
meeting the condition temporarily is before the 
Superintendent of Insurance. They now await 
his pleasure for a conference. No further step 
can be taken by the companies until the confer- 
ence with the Superintendent has been held. 


The Pocomoke City Fire.—This fire, 
which, for the city concerned, was a conflagra- 
tion, shows a total loss of about $490,000, so 


the reports state. At 5 per cent interest this 


makes an annual charge against the insurance 


fund of $24,500 per year. Probably the city 
does not pay much more than that annually 
fer insurance. That is what a conflagration 


does to the insurance fund. 
CHICAGO AND THE WEST 
Follies Afloat.—The 


“Insurance Follies 


musical 
comedy, Afloat,” 
given by the Insurance Club of Chicago, on May 


Insurance 
entitled 
4 and 5, at the Aryan Grotto Temple, was a 
howling success. The entire cast was made 
up of talent from the insurance ranks. The 
entire aggregation of amateurs, about eighty 
in number, was turned into a finished product 
in less than six weeks, under the able direc- 
tion of George Bainbridge, assisted by Barton 
I’. Walker, the chairman of the entertainment 
committee of the club, and Ralph H. Learn, 
the secretary of the club. A. T. Graham was 
the business manager and chairman of the 
ticket and talent committee. Over $5000 was 
realized from the sale of tickets and from ad- 
vertising in the program and after deducting 
expenses there was a balance of about $1200 
left. 

The house was crowded both nights and the 
show was pronounced as the best musical com- 
edy ever staged in any theater in Chicago. 

A banquet was given to the cast at the 
LaSalle hotel last Monday evening as a token 
of appreciation. 

L. C. Story Leaves Westchester.—L. C. 
Story, recently appointed assistant manager of 
the Westchester Fire at the Western depart- 
ment office, has resigned and gone with the 
Hartford Fire as an adjuster in the State of 
Nebraska, 


BOSTON AND VICINITY 
High-Pressure Loan Refused.—The com- 
mittee on rules of the Massachusetts House of 
Representatives refused to admit the petition 
of Mavor James M. Curley for authority to 
borrow $2,000,000 outside the debt limit for 


the purpose of completing the high-pressure 


system in Boston during the coming year. The 
House sustained the committee by an over- 
whelming vote. The action of the committee 
was due in large measure to the protest entered 
by the Finance Commission of Boston, whose 
chairman declared that the Mayor has thus far 
refused to adopt the commission’s suggestion 
of setting aside $300,000 to $400,000 from the 
regular budget until the work is completed. 
Mayor Curley was supported at the hearing 
by the Boston Board of Fire Underwriters, 
whose president, Alfred Davenport, asked that 
a sum sufficient to finish the job be given the 
Mayor. Mr. Davenport did not urge that the 
committee authorize the amount asked for in 
the petition, declaring that only such money 
as was needed to protect the city should be 
allowed. 


Farmers Selects Trade Mark 

Ever since the Farmers Insurance Company 
of Cedar Rapids, Ia., joined the America Fore 
organization in January, 1921, there has been 
much speculation as to what sort of a trade 
mark it would select. In this issue you will 
find their advertisement announcing this new 
trade mark. 

The drawing is the product of Franklin 
Booth, considered one of the best, if not the 
very best, exponent of pen and ink work that 
symbolism is, of 


the country knows. The 


course, clear—the farmer with his wife and 
son looking across the lowa valley with its 
fields of stacked corn with every hope of suc- 
cess and prosperity for the future. I‘or a com- 
pany so distinctively a part of the “corn belt,” 
the Farmers’ trade mark is indeed well adapted. 
It is strikingly neat in appearance and reduces 
to a small size while still retaining detail. 
The Farmers Insurance Company has for 
sixty-two years performed distinctive and con- 
tinuous service to both agents and policyholders 
in the “corn belt.” It specializes in the writing 
of tire, automobile, windstorm, tornado, rent 
and hail insurance. Tollowing a_ successful 
policy of conservative underwriting, it is ex- 
pected that this company will soon broaden its 
scope to write business generally throughout 


the country. 








FIRE AND ALLIED LINES 
REINSURANCE ONLY 


INTER: OCEAN REINSURANCE COMPANY 





CEDAR RAPIDS , IOWA 


SURPLUS TO POLICYHOLDERS 
ONE MILLION DOLLARS 
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NEW HAMPSHIRE 


FIRE 
INSURANCE Co. 


Sanigganer ny N. Hy 





FIFTY-SECOND 
PROGRESSIVE ANNUAL STATEMENT 
January |, 1922 


CASH CAPITAL $ 2,000,000.00 
ASSETS 10,944,349.77 
LIABILITIES.Except Capital 5.905.144.09 
SURPLUS TO POLICYHOLDERS 5.039.209.68 











EVERY INSURANCE MAN 


Who travels as Solicitor, Auditor, 
Inspector or Adjuster is 


ELIGIBLE 
TO THE 


Iowa State Traveling Men’s Association 


*‘Oldest and Best’’ 








Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to August 1, 1922, for $2.00 
Write tor Application Blank 
H. E. REX, Sec’y-Treas. . DES MOINES, IOWA 























THE HANOVER FIRE INSURANCE COMPANY 


Continuously in business since 1852 
The real strength of an insurance company is in the conservatism of its man- 
agement, and the management of THE HANOVER is an absolute assurance of the 
security of its policy. 
R. Emory Warfield, President Fred. A. Hubbard, Vice-President 
E. S. Jarvis, Secretary _ Cha-les W. Higley, Vice-President 
William Morrison, Asst. Secy. 
Home Office, Hanover Bldg., 34 Pine St., New York 





An open way at the year’s divide; a broad 
road, clean and straight, 


And—all the wheels of time and tide roll 
through the New Year’s gate. 


May you and your friends, and all of their 
friends, pass happily through the gate, and in 
passing THROUGH, may you and they pass 
TO a realization of every hope is the wish of 


LONDON & SCOTTISH ASSURANCE 
CORPORATION, Ltd. 
OF LONDON 


United States Branch 
110 William Street, New York 
HORATIO N. KELSEY, Manager 














Great American 
Insurance Company 


Now Pork 


INCORPORATED - 1872 
PAID FOR LOSS 


$122,116, 858. 26 
STATEMENT JANUARY 1, 1921 


CAPITAL 


*10,000.000.00 


RESERVE FOR ALL OTHER LIABILITIES 


20,840.005.95 


ET SURPLUS 


10,0 I 3.906. | 4 
40,853.9 12.09 


THE SECURITIES OF THE COMPANY ARE BASED UPON 
ACTUAL VALUES ON DECEMBER 31, 1920 
Using security valuations authorized by Insur- 
ance Commissioners the ASSETS would 
show over $44,000,000 and the SUR- 
PLUS would show over $13,000,000 


THE COMPANY OWNS 
$10,195,000 U. S. Government Liberty Loan Bonds 


Home Office, One Liberty Street 
New York City 


Pacific Department 
GEORGE H. TYSON, Gen’! Agent 
210 Sansome Street | 
San Francisco, California 


Marine Department 
WM. H. McGEE & CO., Gen’lAgts 
15 William Street, New York City 


Western Department 
aa if. Sete Gen’l Mer. 
LERC H, Manager 
76 Wast at St., Chicago, Il. 


Boston Office 
ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass. 
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CALLS RECIPROCALS 


Must Obey Anti-Discrimination Laws, 
Warns F. L. Travis 





HEARS THEY ARE WRITING DIRECT 


sends Notice to Reciprocals Ordering Them 
to Conform with Laws 

Topeka, KaN., May 3.—Reciprocal insurance 
companies which do any sort of a direct writing 
of fire insurance in Kansas must file their rate 
schedule with the State Insurance Department 
and obey the rating and anti-discrimination 
ws. This is the ruling of Frank L. Travis, 
Superintendent of Insurance, in a notice sent 
io all the reciprocal fire agencies licensed to 
transact business in this State. 

Information has come to the Insurance De- 
partment that some of the reciprocals were writ- 
ing a considerable part of their business direct. 
It is handled on a reciprocal basis but is not in 
reality inter-insurance. The attorney-general, 
in his opinion to the Insurance Department, 
held that all companies and organizations writ- 
ing fire business direct, except mutuals writ- 
ing farm business only, were subject to the 
provisions of the rating and anti-discrimination 
laws and that they must file their schedules. 
The attorney-general in his ruling said: 

I will call your attention to the fact that all 
of the provisions of the fire regulation act refer 
only to fire insurance companies, and I am of 
the opinion that it includes all such companies, 
though it is not clear to my mind what is meant 
by the inter-insurance associations or recip- 
rocals, as Article 131 provides for the reciprocal 
or inter-insurance companies and simply makes 
the provision that individuals, partnerships and 
corporations are authorized to exchange recip- 
rocal or inter-insurance contracts with each 
other. The mere exchange of these contracts 
would not be the writing of fire insurance. 

I call your attention, however, to the fact that 
Section 5366 of the General Statutes of 1915 
provides that no fire insurance company shall 
egage or participate in insurance of any prop- 
erty located. in this State unless the schedule 
has been filed. 


J.H. Johnson Leaves Kansas Insurance 
Department 
Topeka, KAN., May 9.—J. H. Johnson, engi- 
neer for the Kansas Insurance Department Rat- 
mg Bureau, has resigned. Mr. Johnson has 
been a specialist in fire protection for many 
years, He was with the fire companies in their 
mspection and rating bureau for eight years be- 
lore going to the department. His resignation 
at this time, just before the suit on the rate 
adjustment order issued by the department is to 
be tried, is quite a blow to the department, for 
Mr. Johnson was regarded as the mainstay of 
the department in the rate fight. He knew rates 
and fire protection better than any other member 
‘ the department, and he knows the processes 
'y which ratings were made. 


. Peninsular Fire Reorganized 
Gmtietn of the Peninsular Fire Insurance 
B aaa of Grand Rapids is reported to be well un- 
fer way, stockholders’ meeting capital 
Prink from $925,000 to $200,000. .. .A. 
,_» President of the Postal Casualty, has been 
“ected president of the company. 


; At a recent 
‘a teduced 


EXPLOSION HEAD 


A. G. Martin of Northern Elected 
Chairman 


COMBINED POLICY FORM ADOPTED 





Rates for Fire and Explosion Contract to 
Be Taken Up Soon 

A. G. Martin, United States manager of the 
Northern of London, was elected chairman of 
the Ixplosion Conference last week at the 
annual meeting of the organization at the Down- 
town Club in this city. Other cfficers appointed 
were: Vice-chairman, EF. J. Sloan of the 
Etna; treasurer, Wallace Reid, head of Wal- 
lace Reid & Co.; secretary and manager, W. 
I’. Roembke, F. Minot Blake of the Phoenix 
of Hartford, member of the 
executive committee. 

The most important action taken at the meet- 
the decision that in the future the 


was elected a 


ing was 





ALFRED G. MarrtTIN, 
Manager, Northern Assurance of London 


Grain Association would be given the power 
to issue a combined fire and inherent explosion 
policy on grain elevators and similar risks, 
such authority dating from yesterday. In the 
past there has been an ordinary fire policy is- 
sued on this class of hazard, but in the future 
The rate 
next 


the joint policy only will be issued. 
committee of the conference will meet 
week for the purpose of formulating new rates 
for this class of cover. 

The new step in the writing of grain eleva- 
tors, which is a progressive one, was the result 
of the recommendations made by the sub- 
scribers’ actuarial committee of Chicago. A. G. 
Dugan & Carr, Chicago general 
agents of the Hartford, was at yesterday’s 
meeting to advocate the E.. 5: 
Hatch of Chicago, attorney of the Grain As- 


Dugan of 


step, as was 


sociation. 


Arkansas Fire Losses Show Increase in 
Amount 

LittLE Rock, ArxK., May 9.—Although the 
fire losses in Arkansas for April were fewer in 
number, the amount was much larger than for 
March, according to H. P. Savage, head of the 
Arkansas Fire Prevention Bureau. The esti- 
mated loss for April was $756,500, nearly three 
that of the March loss. 
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times 


WESTERN BUREAU ELECTS 


Charles H. Yunker of Milwaukee 
Mechanics Becomes President 


WILLIAM H. STEVENS, VICE- 
PRESIDENT 


Bureau Decides to Assume Jurisdiction 
Over Explosion and Other Lines 

At the annual meeting of the Western Insur- 
ance Bureau held last week at Washington, 
D. C., Charles: H: Yunker, president of the 
Milwaukee Mechanics, was elected president; 
William H. Stevens of the Agricultural of 
Watertown, N. Y., vice-president; Ben J. Auer- 
bach, secretary; F. S. Danforth, treasurer, and 
C. H. Mann, assistant treasurer. 

The Western Insurance Bureau at its meeting 
approved the plan of restricted forms of auto- 
mobile coverage provided that it was favored 
at the gathering of the Western Automobile 
Underwriters Conference held in Chicago on 
Monday. 

No action was taken by the bureau in re- 
gard to expenses in large cities and the ques- 
tion of excess cover. Jurisdiction will be as- 
sumed by the bureau over riot, civil commotion, 
explosion and sprinkler leakage lines. 

Before adjourning the bureau reaffirmed its 
lovalty to the American system and 
adopted the following resolution: 


agency 


That in recognition of the helpful coopera- 
tion of the local agents, whether through their 
associations or individually, the Western Insur- 
ance Bureau hereby authorizes and _ instructs 
its officers to foster conferences with the local 
representatives of our membership whenever 
and wherever arise questions of mutual inter- 
est affecting our business. 





Pacific Coast Board Elects George W. 
Brooks President 

San Francisco, Cat., May 8.—The Board of 
Fire Underwriters of the Pacific, which held its 
annual meeting at Del Monte, Cal., on May 4 
and 5, elected the following officers: President, 
George W. Brooks, secretary-treasurer of the 
California Insurance Company; vice-president, 
Edwin Parrish, Pacific coast manager of the 
Niagara Fire Insurance Company; J. C. Mc- 
Caughern re-elected secretary; Arnold Hodg- 
kinson, secretary Vulcan Fire Insurance Com- 
pany, assistant secretary. 


Michigan Mutual Reports Good Year 

Detroit, Micu., May 9.—More than 1100 
members were represented in person and by 
proxy at the ninth annual meeting of the Michi- 
gan Mutual Liability Company at the Hotel 
Statler in Detroit this week. 

P. W. A. Fitzsimmons, president of the com- 
pany, opened the meeting with an address in 
which he reviewed the business of 1921 and re- 
ported that the Michigan Mutual had been able, 
in spite of business depression, to return 20 per 
cent of all premiums to its members, and added 
that the company’s finances are now in such 
sound condition that there is $1.95 in the treas- 
ury to meet every dollar of indebtedness. A 
membership increase of 42 per cent also was 
claimed. 
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WE WANT AGENTS 


to push our five=point-nine policies. 
Excellent Iowa territory and liberal 
contracts for men of good reputation. 


e “THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO. 


A. L. HART, Agency Manager 


Home Office—Register Tribune Bldg.—Des Moines, Iowa 


Equitable Life Insurance Company 


of the District of Columbia 
ORDINARY AND INDUSTRIAL 


Established in the District of Columbia, West Virginia, Ohio and 
Delaware 

President 

Vice President ' ; ; . % : 

2nd Vice President (Agency Supervisor) . 

Secretary ; ; : : ; : 

Actuary 


Main Office, 816 14th Street, N. W., 


HENRY P. BLAIR 
. JOSEPH SANDERS 
WILLIAM A. BENNETT 
. _ ALLEN C. CLARK 
. GILBERT A. CLARK 


WASHINGTON, D. ¢. 



























PH CE N I xX ASSURANCE COMPANY 
LIMITED, OF LONDON 
(ESTABLISHED 1782) 
AUTOMOBILE—USE AND OCCUPANCY—TORNADO—SPRINKLER 
LEAKAGE—EXPLOSION AND RIOT, AND CIVIL COMMOTION 


HEAD OFFICE FOR THE UNITED STATES 
100 WILLIAM STREET, NEW YORK CITY 
PERCIVAL BERESFORD, Manager 








AGENTS WANTED 


To sell an unrestricted Accident and Health policy Costing 
$9.00 quarterly. Covers every disease and every accident, 
Libe. al commission paid to live psuducers. 


CENTRAL BUSINESS MEN’S ASSOCIATICN 


H. G. ROYER, Pres. 
C.O. PAULEY, Sec’y. & Treas. 


Westminster Bldg, 
CHIC4GO, ILL. 



























CALEDONIAN INSURANCE COMPANY 
OF SCOTLAND 
Founded 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 
U. S. Head Office: 
CALEDONIAN BUILDING 50-52 Pine Street, N. Y. City 
CHAS. H. POST, U. S. Manager 
R. C. CHRISTOPHER, Assistant U. S. Manager 





Thos. F. Daly, President 

















GOOD AGENTS 
Wanted by 


SOUTHERN UNION 


Life Insurance Company 
of 


WACO, TEXAS 
The Conservative Texas Company 








EXCELLENT OPPORTUNITY 
for Reliable, Energetic men to represent us in the states of 
Illinois and Missouri with direct Home Office contracts. Liberal 
policies. 


CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 
DENVER, COLORADO 





THE MUTUAL LIFE OF ILLINOIS 


HOME OFFICE: 
SPRINGFIELD, ILL. 








An ‘Old Line’’ Legal Reserve Company 
issuing all the standard forms 
of policies. 


Good territory in Illinois still open. Will 
be pleased to hear from anyone interested. 


























List of American Life Insurance Companies 
(Revised to Date) 


Two hundred and ninety-two American legal reserve insur- 
ance companies are now licensed to transact business. Pheir 
corporate titles, location of head office, capital, names of presi- 
dents and secretaries, are given in convenient form in four pages, 
printed on bond paper, and will be found useful by every com- 
pany, manager and agent. 


PRICE, 50 CENTS PER COPY 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 




















YOUR CHANCE 


To become Supervisor in Connecticut for a 
young life insurance company; one of the 
kind where personality and hard work will 
receive a visible reward. 


Address P. L. care of THE SPECTATOR, Box 1117, 
New York City. 





QUALITY INSURANCE—CHARACTER SALESMEN 
Wanted — Specialty Salesmen — Wanted 


Any Sure Enough Salesman, who has the proper Intestinal 
Equipment, whois ‘Four Square” and willing to work;can make 
not less than $20,000.00 per year helping us to continue the 
breaking of all Life Insurance records. ; 

Great Opportunity for the men who can qualify! ! ; 
From May,1919, to May,1920, Twelve Months—One Year— 
we wrote Ten Millions Life Insurance. How? Let us tell you. 
We have the plan; we furnish the leads. 

If you can qualify, write or wire 


THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 


Topeka, Kansas. 
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l‘riday morning’s session was also complete 





.B WELL, President 
JOHN C; BARLTZ, Vice-President 
‘WM. SCHROEDER, Vice-President 
F, E. NORWINE, Treasurer 
GEO. M. SEITZ, Asst. Secretary 
CHAS. W. DAVIS, Asst. Gen. Mgr. 
CLEM DECK, Asst. Treasurer 
R. A. TIMM, Auditor 


The Liberty Fire 


wail 7 cos HARRISBURG MEETING 


Pennsylvania Association Holds Suc- 
cessful Convention 


JERE H. BARR ELECTED PRESIDENT 


and started right off with a jump, Vice-Presi- 
dent S. H. Pool of Philadelphia opening the 
session with a few well chosen remarks, after 
which he introduced Phil S. Powers of Rich- 
mond, Va., the president of the Insurance 
Iederation of America, Inc., which is the na- 
tional body. Mr. Powers told in brief of the 


d , , ational work, < state at he was ple 
’ Was Former President of Reading Com- national work, and st ated that he was pleased 
™ Insurance O. sisi: tiaiatiiias beyond expression in being present at the ban- 
aS ; } ; ars ner convention of the year. During the morn- 
T OF ST. LOUIS, MO. When President James C. Murray of Pitts- Ae Sra are : we = ‘ 
K ' t with hi 1 * iealer ing session he presented, on behalf of the Penn- 
re appe ith his gave r attention : ae es P 
K Statement June 30, 1921 ae See WE eee ae . _  sylvania organization, a certificate of honor for 
C and announced the ninth annual convention of a te nctita 4 ie a 
. ASSETS : ; ge : the largest membership in the various counties, 
the Insurance [ederation of Pennsylvania for- ere ae, ai ; ia : : 
aon Mortgage Loans......... $64,000 00 2 i d which were divided into six groups. The win- 
me Bonds er ee 681,621.91 mally opened, he gazed into the faces of 500 ners were as follows: Allegheny county, re 
Sal Eee opoocre 59,595.00 of Pennsylvania’s insurance men and women ceived by J. C. Murray; ‘Waaseaeiiaial yess 
costin coat NE alee 13,944.40 last week at the Penn Harris hotel, Harrisburg, Pa ae pee aye nike 
1 
sida Agents Balances......... 168,024.49 p Presid \l teli , “fi received by Glenn G. Vance; Erie county, re- 
Interest Accrued......... 18,342.11 - , Kerner : — o — ; Ride: sie in ceived by I. D. McQuistion; Carbon county, 
CN Market bars a om, Oh wae P SOE: ee See = se i received by J. K. Lauer of Lansford; Monroe 
u n P O1V r » or ¢C Ir f. 2 . 
Bldg. 8 bt Valua- ios arity giving mien CONPERMIEM,: _ Ht Tike county, received by Harry A. Albert of Strouds- 
ILL Sai 11.779.60 next breath praised them for their efforts to pire 
: HEHE) ecoraregh ooo. ashe as 009. Se ee ee ce ee ; _—, | 
— $1,017,307.51 make the Insurance Federation a credit and an The afternoon session was presided over by 
LIABILITIES aid to the State. Mr. Murray was welcomed  precident Murray. This was the business ses- 
res of Unearned Prem. Reserve... $424,038.82 when he took his place on the rostrum. He gion of the federation and was conducted in 
iberal Reserve for Taxes, éetc.... ping H introduced Mayor Hoverter of Harrisburg, who 4 manner enjoyed by all. A new constitution 
Unadjusted Losses....... 103,628. welcomed the insurance men and women to the Shas a ae 
suré ‘ and by-laws was adopted. Resolutions pre- 
Accounts Payable........ 57,646.71 PEE REPS et Hip : ; = 1 } as adopted. ‘ S pre 
Y Capital Stock. $200,000.00 city in behalf of cm) council. Another wel- sented and adopted and election and installa- 
= —: ‘. tua iciei come address was delivered by a James C. tion of officers was held. Jere H. Barr of 
Y aati 3 Cs » ae Ps y - eS s s 
2ADO Surplus to Policyholders... 429,71. Norton, Senator from Reading, ] a. ane a Reading was elected unanimously as the next 
e $1,017,307.51 member of the Pennsylvania State Senate. Mr. president of the federation after he had in- 
§ meneite hace January yo o Norton is also a prominent life insurance man. yited the insurance men to come next year to 
iN ASSES). «<5 426 : SIlw read a paper > “Rela- SS Sly : = 
oes: og gar 94,963.23 sig ci Mt . 08 on the Sri his city for their tenth annual convention. Mr. 
Decrease in Surplus... ... 15,071.02 tion ot the Mutual to the Kederation, tollowec Barr is of the insurance firm of Essick & Barr 


ur- The Thursday evening session was opened by 
“ A. H. TRIMBLE, President : 7 Riv iere, —— a a Assets........ y 7,518,599.03 
: Mr. Kkiviere 1s trom Pittsburgh. Aiter a tew = <2 5 ¢ 
es, she Liabilities..... 4 : 
iE EDWARD HEER, remarks he turned the meeting over to Insur- é . 877,687 25 
Vice-President and Secretary ance Commissioner Thomas B. Donaldson of Net Surplus to 
J.D.C t Pennsylvania, who addressed and explained in Policyholders. 2,640,911.78 
-D. C. MILLER, Secretary detail the plan of the Insurance Department of 
the State for the education of those aspiring 
EET oS Ly s 2 . 
| to take up the insurance business as a pro- Fire, Marine, Windstorm, Automobile, 
ane Why not make room in your fession. Sprinkler Leakage, Riot, and 
— agency for a conservatively- At the present time, said Mr. Donaldson, there 


nal and assured, will bear in- assisted by the Insurance Federation, and are 4 r put. Cosmet Some. Troy 
ake spection for half a century? composed of insurance men in each separate H. H. Porter, Wetetenn, 3 ¥. 
the board district. The Insurance Department re- — PR Boe 5 — 
Capital.......... $ 700,000 ceived valuable data and information from H. H. Landon, S. A., Springfield, Mass." 
es Surplus ron Policy these rene concerning agents, brokers or per- E. A. Morrell, S. a Place, Phila. 
Holders. 1.450.401 sons desiring insurance or insurance service. Northern New Jersey 
aru ? 7 The Insurance Commissioner was the storm Jas. J. Garland, S. A., 514 Eighth Avenue, Bklyn. 
AS MONS... 6... cee 3,509,765 center of a volley of questions which were W.P. Philips Eeee SA. UCT: ith St, Bklyn. 
\. thrown at him by many of his auditors. 











“Superior Service Satisfies’’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 


Incorporated 1871 


managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 














by N. E. 
“Why Life Insurance Needs the Federation.” 


Degen of Pittsburgh, who talked on 


In his address Mr. Degen said that in times 
past too many failures in the life insurance 
business had brought the business into bad re- 
pute, and that too many dishonest agents had 
found it easy to get into the business. Organ- 
ized warfare on these types was only possible 
through the federation, he concluded. 

The open discussions of all the addresses 
made and papers read were most interesting and 
afforded opportunity for every one present to 
take part. These discussions were carried out 
in all the sessions of the convention. 


are twenty-five insurance advisory boards oper- 
ating throughout the State. These boards have 
been formed and organized by the department, 


II 


of Reading, where he has just retired as presi- 


“Plgsicultan : ‘al 
of Waterton TB? ‘ 


69th 
ANNUAL STATEMENT 


JAN. Ist, 1922 
Capital........ $1,000,000.00 
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New York State 
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HOME LIFE INSURANCE COMPANY 


New York 
WM. A. MARSHALL, President 
The 62nd Annual Report Shows: 


Premiums received during the year 1921....... peers eetaia terra $6,990,547 
Payments to Policyholders and their beneficiaries in Death 

Claims, Endowments, Dividends, Etc...............50+ 4,740,340 
Amount Added to the Insurance Reserve Funds............. 2,121,307 
Net Interest Income from Investment............2+-+se005 1,964,050 

($642,638 in excess of the amount required to maintain the 

reserve) 

Actual mortality experience 53.44% of the amount expected. 
SOM ERNIE MINUTIAE 5 <5 01h ic 10's o isis 014.2 W430 lele ie Mlowieiote cise $223,116,887 
ME UENR L cic cc chiniwenns hae sock sreceanunots 43,222,328 


FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents 
256 BROADWAY NEW YORK 











The Farmers and Bankers 
Life Insurance Company 
Invites Inspectton—Inquiry of Integrity 
It Issues 


POLICIES THAT ATTRACT 


And maintains a relationship with its Agents that creates 
a genuine spirit of loyalty between Agents and Company. 


HOME OFFICES: WICHITA, KANSAS 











ACTUARIAL STUDIES 


Study No. 1. ‘‘SSOURCES AND CHARACTERISTICS OF THE PRIN. 
CIPAL MORTALITY TABLES.” Price $1.25 plus cost of delivery, 
Study No. IV. ‘‘GRADUATION OF MORTALITY AND OTHER 
TABLES.”’ Price $1.25 plus cost of delivery. 
These volumes of about eighty pages each, bound in maroon cloth, are 
issued by the Actuarial Society of America. 
Chapter on “‘ Disability Benefits” (Study No. V.) is nearly complete and 
should be ready shortly. 
Good progress has also been made on the chapters ‘‘Construction of 
Mortality Tables (No. II.) and ‘‘ Population Statistics’? (No. III.). It will 
probably take several months to complete these for publication. 


THE SPECTATOR COMPANY 


CxicaGo OFFICE 135 Witu1aM STREET 
InsuRANCE ExcHancE NEW YORK 








Industrial Life and Health 


Insurance Company 
Home Office: 91-98 Walton Street, Atlanta, Ga. 


Insures men, women and children against loss by 
sickness, accident, death, all under one pow 
Premiums 5 cents to 50 cents per week. 


JOHN H. McEACHERN, President 
R. H. DOBBS, Ist Vice-President 
S. C. McEACHERN, 2nd_ Vice-President 
I. M. SHEFFIELD, Secretary 



































J. D. Powers, President Darwin W. Johnson, Sec’y and Treas. 
I. Smith Homans, Asst. Sec’y and Actuary Louis G. Russell, Mgr. Industrial Dept. 


Commonwealth Life Ins. Co. 


Home Office: Commonwealth Bidg., 106-110 South Fifth St. 
Louisville, Ky. 
THE PARTICIPATING COUPON DIVIDEND POLICY 


isthe most liberal and up-to-date contract and is the 
easiest seller on the market. 
We have some good territory in Kentucky and Alabama still open, 
and to first class men, we can offer a good proposition. 
Address the Company 











NOW READY 


THE HANDY GUIDE 


Premium Rates, Applications and Policies 


For Over Three Decades 


THE STANDARD REFERENCE WORK 
FEATURES IN 1922 


Modified Preliminary Term Reserve Tables 
Illinois Standard 


PREMIUM RATES 


for Ordinary, Limited Payment, Endowment and Term 
Policies 


SURRENDER VALUES 


for all ages and a series of years; 
Loan, Cash, Paid-up and- Extended Insurance Values 


LEADING POLICY CONTRACTS 


Complete Without Eliminations 
Warranties and Agreements in Applications 


DISABILITY AND DOUBLE INDEMNITY 


Clauses Presented Verbatim 


MAXIMUM AMOUNTS WRITTEN 


on a Single Life 


RESERVE, MORTALITY AND MONETARY 
TABLES 


COMPLETE, ACCURATE, CONVENIENT 


PRICES 
FLEXIBLE BINDING, for Pocket Use........... $4.00 
WITH THUMB INDEX (for 30 Cos.)......-..... 4.35 
THREE SUPPLEMENTS, Extra... .......cc0cc00 1,00 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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dent of the Chamber of Commerce. During his 
ncumbency in that office the Reading Cham- 
her of Commerce had, no doubt, its best year, 
and in their selection the members of the federa- 
tion could have made no better choice. 

One of the features of the convention was 
xhibition of many office systems and books 


the € TT . . 
The Spectator Company 


regarding insurance. 
presented one of the best in this exposition 
and were highly praised by the federation 
officers. 

The convention closed with a banquet on Fri- 
day evening, at which the main speakers were 
Insurance Donaldson, A. H. 
Geuting of Philadelphia, a prominent merchant 
in the retail shoe trade, and formerly president 
of the National Shoe Retailers Association. His 
topic was “The Co-relation of Credit to Insur- 
ance.” Mr. Geuting is a very forceful speaker, 


Commissioner 


4 man of ability and was received with the 
loudest praises by his fellow diners. A. H. 
Reeve, Philadelphia manager of the Travelers 
Insurance Company, acted most capably as 
toastmaster in his very pleasing, efficient and 
entertaining, yet serious, way. 

Loudest praises and best wishes were heard 
everywhere of the Harrisburg committee, who 
so royally entertained all. J. Dallas Smith 
was general convention chairman, with Miss 
Esther Leib as chairman of the ladies’ enter- 
tainment committee. 

Why life insurance needs a federation was 
the topic spoken on by N. E. Degen, manager 
of the Etna Life Insurance Company at Pitts- 
burgh, Pa. Mr. Degen told his listeners that 
the day of tangible lasting results built solely 
on a system of isolation and competition has 
passed. It is supplanted by economic coopera- 
tion and intelligent efforts. One of the chief 
objects of the federation is to up-lift the busi- 
ness of life insurance, Mr. Degen said, and 
put the selling of life insurance on a solid 
basis, eliminating the sources of criticism which 
used to exist because many undesirable persons 
were engaged in the business. 

There is no factor in modern business that 
1s more important than credit, was the message 
brought by H. H. Smith, secretary of the Re- 
tail Merchants Credit Bureau, who continued: 
The prosperity of the whole world is based 
upon it and statistics will show that 90 per cent 
ot all business depends upon credit as a medium 
ot exchange. It is a local, national and inter- 
national necessity, subject to varying changes 
and conditions, uses and abuses and the ever 
Present reasons for alibis. Opinions on the sub- 
lect differ so widely and there is so much chance 
tor confusion and misjudgment, overzealousness 
on the part of the sales department and danger 
ot injured feelings, that the creditman often 
takes on a risk against his better judgment, but 
with the consolation that it is not entirely his 
iy if, the customer proves unsatisfactory. 
We must all agree that before any real basis 
~ confidence can be established, there must be 
rought into action the unselfish and honest 
Cooperation of the seller, whose attitude in this 
respect will make a lasting impression on the 
Duyer and will at once teach him that he is do- 
Ing business with a business man, whose ad- 
Vice and counsel can be depended upon or whose 
wrath is to be feared. 
ave a heart-to-heart talk with business men 
aout the State going into their line of busi- 
hess and getting the information of the business 
‘rom them and see what they say advised Alvin 


D. Beyer, who talked on State Insurance. The 
State Fund for Compensation was only made 
possible by getting data from insurance com- 
panies and using that data they had collected and 
paid for in the years of experience, he said. 

What can the federation do for the fidelity 
and surety business was the question answered 
by Frank B. Burdsall, who said that it should 
become better acquainted with corporate surety 
and the much good it will do to all concerned, 
including the general public. 

George Wharton Pepper, United States Sen- 
ator from Pennsylvania, declared that nations 
like individuals may suffer loss and that the 
world was in need of something very much like 
national insurance. Can we insure against war? 
he asked. 

G. R. Dette, who has been secretary of the 
Insurance Federation of Pennsylvania for. more 
than a year, submitted an interesting report 
describing the excellent work of the federation 


in combating legislation unfavorable to the 
best interests of insurance. 
The following resolutions were adopted: 
WuereAS, The clear intent of legislative acts in 


this Commonwealth is to prevent discrimination among 
insurers of the same class of risks; and, 


Wuereas, The uniformity which was and 


is de- 


sired in the matter of workmens compensation rates 


has been disturbed since 1916 by a differential 


or 


reduction in initial premium of 10 per cent, allowed 


who are 
Insurance Fund; and, 
in 1916 


exclusively to employers 
State Workmens 
Wuereas, The reasons advanced 
State officials 
fund, 
WHEREAS, 


have no merit at this time; and, 


The effort of the Insurance 


insured by the 


by the 
who were at that time trustees of the 


Depart- 


ment in 1919 to require uniformity in workmens com- 


pensation rates did not meet with the approval 


of 


His Excellency, Governor William C. Sproul, for a 


reason given at that time by the Governor; and, 


to 


WueEreEas, This reason has been met in that “The 
State has been reimbursed for money advanced 
the State insurance organization;”’ 


THEREFORE, Br Ir Resorvep, That 


of the Insurance Federation of 


the officials 
Pennsylvania be 


authorized by the members of the Insurance Federa- 


tion in annual convention assembled, 


conference and to confer with 


to ask for a 
His Excellency, Gov- 


ernor William C. Sproul, to determine whether or not 


the objection which he gave in 
of the 10 


and, the 


tinuance per cent differential 


at this time; result of such 




















zation. 


about this condition. 


1. Stability of Underwriting 
Policy: The Fireman’s Fund pur- 
sues a consistent underwriting 
policy. It isn’t into a line one 
year and out of it the next; or into 
a certain territory, while it is 
profitable, and out of it as soon as 
it becomes unprofitable. 


2. Consistent Adherence to 
Agency Ethics: The Fireman’s 
Fund is a thoroughgoing agency 
company, the country over. 

3. Agency Assistance: The 
Fireman’s Fund makes itself valu- 
able to an agency, from a so-called 
“service” standpoint, in two ways— 


(a) In a positive way, through 
the customary accommodatians, 
assistance of well trained field 
men, advertising helps, etc. 


(b) In what might be called a 
negative way, in that the Fireman’s 
Fund, relieves an agency of volu- 
minous and burdensome details, 
keeps correspondence down to a 
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The Testimony of Time 


“Time tries the troth in everything’’—Tvssmr. 


If you should go through the large file of agency 
records of the Fireman’s Fund you would be impressed 
with one outstanding fact—the great length of time most 
of its agents have represented the company. 

It is not possible to give the specific reasons in each case 
for this permanency of the Fireman’s Fund agency organi- 
The following facts, with regard to the company, 
must, however, have had a marked influence in bringing 


‘believe sincerely in his company 


Fire Automobile and Marine Insurance 


FIREMAN’S FUND 


minimum, and in every way makes 
relations smooth. Many an agent 
has said, “I like the Fireman’s 
Fund because it gives us so little 
trouble.” 

4. Record of Company: An 
eventful history the Fireman’s 
Fund has had. You already know 
how well the company has acquit- 
ted itself. 

5. The final reason for the 
marked loyalty of Fireman’s Fund 
agents cannot be given in a word. 
It is a reason that will not permit 
of definition or description. It is 
intangible—elusive. We have no 
word for it in English. The French 
call it esprit de corps. 

You will not find a Fireman’s 
Fund man anywhere who does not 


and its policy. Is it not but natu- 
ral then that such men should 
inspire those with whom they 
come in contact with much the 
same feeling? 
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One of the fellows Wells forgot to get into his 
“Outline” was Androcles. You remember him— 
a tramp in the wilderness, a limping lion, a 
thorn in the animal’s foot, a tender heart, the 
removal of the sticker, and a year or so later an 
arena, a maddened, hungry lion turned loose, 
Androcles fawned upon instead of eaten, Nero 
dumbfounded, the animal given a cage of honor 
and Androcles a new toga—and the moral— 
gratitude. It was a touching sample and will 


live forever because it has virtue. 


Of course had Androcles been condemned 
because of a black past instead of being merely 
expected, as he was, to furnish amusement for 
a Roman holiday, it would have made no dif- 
ference to the lion, That would have been ex- 
pected from a dumb beast. Had Androcles, 
however, been compelled to face a gladiator 
instead, the latter might well have reasoned 
that he should take his punishment even though 
the Samaritan might have extracted an aching 
tooth from the gladiator the night before. 
That’s the difference between brute gratitude 
and gratitude within reason. How many of us 
can rise high with the lion? Life is but a debt 
we owe. We owe it to those who brought us 
into the world and nourished us in babyhood 
and cared for us in youth to manhood. It is 
a debt we owe to those with whom we have 
agreed to share the future. If there is really 
anything to gratitude and to the payment it 
demands—life insurance provides an open door- 
way through which we can look with certainty 


and contentment. 


The Prudential 
Insurance Company of America 
Incorporated under the laws of the State of New Jersey 
Forrest F. Dryden, President 
Home Office, Newark, New Jersey 





American 


National Insurance Company 
OF GALVESTON, TEXAS 


W. L. MOODY, JR., President SHEARN MOODY, Vice President 
W. J. SHAW, Secretary 


FINANCIAL STATEMENT 


DECEMBER 31, 1921 





ADMITTED ASSETS P 

Real Estate Owned $896,517.61 | 

Mortgage Loans (First Lien) 61949 | 

Collateral Loans Pa +O ae ; 
Loans Made to Policyholders (on this company’s Policies) 1,198'944.47 
Bonds 3,536,822.49 

1,463,977.37 

6,908.28 

237,661.08 

(Less Loading) 1 4 

All Other Assets 493.95 | 

$11,672,936.92 | 


LIABILITIES 


Net Reserve, American Experience 9 
(3 and 3% Per Cent) 9201 
Special and Contingent Reserves 204,251.00 
Reserves for Death Losses in Process of Adjustment or Adjusted "a 
and Unpaid 105,608.25 
129,129.51 
158,244.72 


nce touna neice 


RAPT EAN SIRO 60556 16 ses. 0 0:9 ae ararens aioe eterk- wise eete ote $500,000.00 
Assigned Funds 243,252.00 
Surplus 1,070,643.81 


Surplus to Policyholders 1,813,895.81 
DORAL, TIARA PES: «55s 6 doceianesloisalvies weenie $11,672,936,92 


ORDINARY AND INDUSTRIAL LIFE INSURANCE IN FORCE 
$157,699, 773.00 


Operates In Nineteen States and the Republic of Cuba 
*““ANCHOR TO THE ANICO”’ 
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YOUR AIM 


Upon the ammunition which 
backs up your shots depends the 
effectiveness of your aim. 


The best agent that ever carried 

a rate book can only deliver the 

business issued to him. He is 

shooting in vain when he aims at, 

prospects who are engaged in 

hazardous occupations or over= 

weight or physically impaired un- 

Best less he can deliver policies to 


Agency them. 


Opportunity The Lincoln National La. In- 
surance Company issues policies 

May Be on persons so employed or physi- 

In cally impaired. You are Fionn 

: that you are backed up by the am- 

North Carolina munition which hits the mark 


Right Now when you 














The Lincoln National Life Insurance Co. | 
“Its Name Indicates Its Character” 
Lincoln Life Building Fort Wayne, Indiana 


Now More Than $205,000,000 in Force 
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A PRESCRIPTION 


if It Were Generally Followed Life 
Everlasting Might Begin 


A HEALTH LECTURE 
From a Big Producer Who Had Kept His 
Hair and His Complexion 

Recently a big producer gave the writer a 
lecture which was so soaked with horse sense 
that it is quoted here. It happened that the 
agent was found after four o’clock—four is his 
| hour for quitting work—swinging a trout rod 


in his office. . 
“Feel the backbone of this daisy!” exclaimed 


the agent, with the enthusiasm which is found 
in the outdoorsman. 

“Didn't know you were a fisherman,” said 
the visitor. 

“You bet!” replied the agent. ‘““Give me the 
once over! Do I look like a man who has re- 
ceived rattles, trains of cars and neckties on 
nearly seventy of those days which after fifty 


you try to forget?” 
© “You do not. For one thing you've kept your 
hair, and yes, your complexion.” 

“Outdoors!” exclaimed the agent. “Bits of 
split bamboo like this!) The secret of being full 
> of ozone when the Rider of the White Horse 

comes around. Of course, there are automo- 

hiles! One may get you, or you may slip on 

a banana peeling and smash your thinkblock. 

But things like ‘Bright’s—they don't exist for 

the outdoor man.” 

“But the loss of time from your business?” 
“Pooh! When a man is so fit he does two 
days’ work in one, instead of one day's work in 


— 


two, it’s economy to spend all the days you 
can beside clear running water or on a breezy 


=) 


pond. Did you ever head of Henry Jenkins: 
“Never did.” 

“But you've heard of Izaak Walton?” 
“Wrote a slumberous sport hook, didn’t he?” 


Osyect Lessons 

“Yes. Incidentally gave us a valuable object 
lesson in his own life. Then you've heard of 
Henry Ward Beecher, and two of his brothers, 
Charles and Thomas K.: and there are others!” 

“But what's all that got to do with your rod 
and outdoors?” 

“There are countless more,” went on the 
agent. “Names you never heard of, like Can- 
ton Greenwell of England and then obscure 
Persons, like the only man but one that I ever 
‘tw. who had sidetracked wreaths of flowers 
until he was over a hundred. My trade is with 








longevity, and I tell you it’s going some to 
have carved above you, ‘Died at one hundred 
The chap I mention was chopping 
wood at a woodpile, up alongside a Catskill 
trout stream, which the day before he had 
I looked into his face. Great age was 
there thousand wrinkles. 
quavering voice he told me, ‘Yes, putty old! 


and one.’ 


ished. 
written in a Ina 
One hundred, las’ March!’ 

the 
death notice in my paper. A clergyman. When 
| was a boy he and my father used to go fish- 
The death notice said, 
Among the 
amazing cases of longevity in England, Henry 
In a court of justice 


“Recently,” went on agent, “I saw a 
. tan) 


ing together. ‘Born in 


1820, died in.1920.’? And let's see! 
Jenkins hits the top. 
Jenkins was a witness. The opposing attorney 
said that a man as old as Jenkins couldn't be 
expected to give a clear account of what he saw. 
That one knew Jenkins was accredited 
with one hundred and forty-odd years. But 
old Jenkins brought into the court neighbors 
who testified that during the preceding salmon 


every 


and trout season the outdoor man fished regu- 
lary, sometimes for an entire day wielding a 
salmon rod that was eighteen feet long. And 
in his edition of the ‘Complete Angler’ Dr. 
Bethune quotes an authority to prove that this 
outdoor man died in his one hundred and ninety- 
sixth year. Mythical as some regard the amaz- 
ing life of Jenkins, there is no question as to 
Walton living to his ninety-first year, and at 
eighty-eight he took a stage journey of a hun- 
dred miles to go fishing. The others I have 
mentioned all lived out the natural span of life, 
and Charles Beecher, an ardent fisherman, died 
in his eighty-fifth year. And even that’s some 
age, all right!” 
“Then you think—” 


FITNESS AND Lona LIFE 

“Il know that if you want to live long, and if 
you want to keep going strong long after most 
who sat by vou in your school have bloated up 
and puffed away into the Great Beyond you 
must have the open air. Golf 
is good, but the trouble is somebody can always 
So it is with most near- 


recreation in 
gct you on a phone. 
town recreations. Fishing and hunting! If you 
are wise, vou can’t be got. Sometimes you are 
so far from phones that nobody tries to dig you 
out. When you go fishing you fade away. For 
a time you drop everything, just as if you took 
an aeroplane to an undiscovered planet.” 
“I’m interested,” said the visitor. 

to After sixty, there are 
$100,000 


“You ought be. 


millionaires who would 
a vear to anybody who would keep them alive 


If they had been wise, 


pay a 
to another birthday, 


~ 
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they would have spent a pretty portion of the 
hundred thousand from twenty onward, fishing 


or hunting. For thirty years, ever since I could 
handle my own time, I’ve spent at least one 
month, and sometimes two in fishing. When | 
leave | am over-heavy, have a poor appetite, 
and rheumatism, which is a trouble of mine, is 
bad. When [I return I could eat a turnover 
of rich pastry stuffed with fishhooks, sleep like 
a mummy, and no more rheumatism than a 
trout.” 

“But most of us can’t get away for two 
months, or even one.” 

“So much the worse for you. It would be 
economy for those who employ you or for your- 
self if you could. You'd save years toward 
the end. But all can take one day a week 
throughout the summer. Sunday has become 
rightly a day of recreation—that is for those 
who cannot take any other day. Strings of 
fishing hoats go out into the ocean, and the 
cost is small. Railroads will take you to places 
within a few hours to God’s great outdoors, 
and where air, to breathe it and exercise in it, 
will bring fitness to any one. Oh, I'm giving 
you a little lecture which if all workers would 
practice it would drop the mortality rates as 
if life everlasting were beginning on earth. 
In the mountains! By streamside 

Medicines that will cure as if 
Ponce de Leon’s 


utdoors ! 
or lake! 
they were that never-found 


on 


fountain of youth. 


“Walton understood all this.” went on the 


agent. “His book is far more than a book on 
ishing. It’s the most valuable work on health 
that has ever been written. It is epitomized 


in the end of a bit of a poem by Walton: 


“Loiter long days near Shawford-brook; 
There see the sun both rise and set; 
There bid good-morning to next day; 
There meditate my time away; 

And angle on and beg to have 

A quiet passage to a welcome grave.” 


IMPORTANT FOR ALL 

Don't get it under your skin that the lecture 
of the agent isn’t important. We want to be 
fit for our work, and we want to live long. 
The receipt for keeping fit and living long 
given by the agent is more valuable than the 
advice of a hundred dollar a minute specialist. 
Sitting for nearly all the hours of a Sunday, 
junk in a Sunday paper that the only 
is how publishers have the nerve to 
and smoking pipe or cigar, is so fool- 
the price of that thing ought to be sud- 


reading 
wonder 
print it, 
ish that 


den death by strain of the optic nerve. 
This summer, buy a fishing rod! 


Use it! 











BUSINESS INSURANCE 


Worth While That Industrial Agents 
Be Prepared to Write It 


SOLICITORS NOW OF BETTER CLASS 


Helpful Hints from, “Hints To Industrial 
_ Agents,” by William Meador* 

It is hardly conceivable that a duly accredited 
agent licensed to sell ordinary life insurance 
should not be familiar, at least to some extent, 
with corporation and business insurance ; should 
not know some or most, if not all, of the vari- 
ous talking points in connection with such in- 
surance, and should not be primed and ready 
upon an instant’s notice to open a campaign for 
such insurance whenever the opportunity offers. 

And yet such is the fact. 

If an examination were held to-day, the basis 
of it being what the agents knew about com- 
mercial insurance. the proportion of those who 
passed by reason of their being able to show a 
comprehensive working knowledge of such in- 
surance would be small indeed. 

How many agents are there who realize the 
value of business insurance as a cash asset be- 
cause of its yearly increasing cash value, and 
are abie to ‘point out to business men that the 
yearly increasing loan values of a policy fix 
an exact collateral security value for any year? 

No business can really afford to lose any of 
its managing heads and very often such a loss 
becomes a positive disaster. To guard against 
the evils resulting from such loss, commercial 
insurance has been introduced, and when death 
comes the loss of the personality may be keenly 
felt, but financially the firm is able to stand 
the shock. 

Business insurance makes 
of the business: it helps to develop and pre- 
serve a business. Practically every firm car- 
ries fire insurance if property is involved, and 
if prudence demands that a company insure in 
that way, or against burglars or shipwreck, 
losses which may never occur, how much more 
important is it to insure against the death of a 
partner or a manager—a loss which is bound 


for the stability 


to come! 

Nearly every business has an official of pecu- 
liar worth whose death would occasion severe 
loss; insurance protects in great measure against 
such loss. 


Get away from brick and mortar. Watch the 
birds. examine the flowers. Slosh up a trout 
stream, or swing back and forth in a boat. Go 
down to the mystical sea on a fishing sloop; 
if you get seasick, it will do you good. Take 
one day a week throughout the summer at the 
craft which has proved discouraging to carvers 
of tombstones. Follow the prescription of the 
wise sportsman doctor to his nerve-frazzled pa- 
tient: “Four ounces of fly rod, five pounds of 
rubber boots, a half pound of bread and cheese, 
fifteen and 
drachms of complete change. 


about a million 


Mix and repeat 


hours of ozone, 


once a week.” 
_* Copyright, 1915, by The Spectator Company, New 
ork, ! 
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insurance in business firms brings 
It is a great credit builder and en- 
financial 


Life 
strength. 
ters materially into the matter of 
rating. 

For the reasons given, commercial insurance 
makes a powerful appeal to astute business men 
and should be carefully studied and discussed 
by the enterprising agent. 

Then there is the insurance of employees 
by their employers. Interest in the welfare of 
employees is a feeling that is growing in in- 
tensity, and thoughtful employers the world 
over are more and more taking into considera- 
tion ideas that tend to the bettering of the con- 
ditions of their workers. 

Efforts are constantly being made to enable 
the employee to become more thrifty, to save 
money, and to do what he can to guard the 
family against want. 

Life insurance fills the bill admirably in cases 
such as this. In a great number of large en- 
terprises, the heads have placed $1000-policies 
on the lives of each person in the service. The 
premium on such policies is often paid by the 
employer for the first year and perhaps partially 
paid by him during the second and third years, 
but this may be varied in numberless ways ac- 
cording to wishes and circumstances, the ob- 
ject being in all cases to get the employees 
started on this form of saving. 

We suggest, therefore, to the agents who 
have not considered this point that there are 
numerous employers within easy reach who will 
respond to this suggestion—men who will be 
pleasantly disposed to further the spirit of co- 
operation in this positive and substantial way 
—men who will be inclined to recognize the 
claim which faithful labor has upon capital. 

We suggest, therefore, that the wise agent 
is he who will canvass among the big employers 
of labor in the community. Surely the ap- 
proach of such men can do no harm, and it 
may result in some splendid business being 
placed upon the books and some good commis- 
sions secured by the agent. 

Even if the attempt is in some cases a failure, 
the experience in approaching these broad- 
gauged business men will be valuable to any 
agent, especially to those who are lacking in 
such experience. 

There was a time, many years ago, when 
the ranks of the agency forces in the various 
insurance companies were recruited from the 
incompetents and the failures. This was espe- 
cially true of the companies doing an industrial 
business. So great has been the change, how- 
ever, that the men comprising the field staff 
of the various companies to-day bear favorable 
comparison with any body of men in commer- 
cial life. They are for the most part wide- 
awake, clean-cut, forceful business men who 
feel that they are doing much more than merely 
making a living for themselves and a record 
for their companies. These men are ambassa- 
dors whose calling requires knowledge, industry, 
patience, and persistence, and the work that 
they do brings joy and contentment to untold 
millions. Tf it were not for that fact we 
would not attempt to discuss their work un- 
der this chapter heading. The dignity of 
labor is an empty phrase unless it can be shown 
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that the labor, be it mental or merely manual 
brings with it, in some degree at least, Spirit! 
uplift—moral growth. 

There is no dignity in labor fer se, 

A certain man digs a trench and if his Sole 
purpose in so doing is to procure money with 
which to feed himself and cater to his baser 
appetites, his work is in vain so far as accom. 
plishing anything worth while is concerned and 
therefore, such labor can have no dignity, 

But let the same man, digging the same 
trench, be actuated by motives of unselfishness 
and by a desire to secure for his family the 
most comforts possible, and let him also fe 
illed with a desire to give his employer the 
best possible trench and, at once, his labor, 
manual and commonplace though it be, becomes 
dignified and worth while. 

So we contend that the work of these jp. 
surance ambassadors, when carried on in the 
spirit that most of them manifest, is distinctly 
a dignified calling and one that contributes in 
a very great degree to the well-being of humap. 
ity and to the betterment of conditions in every 
community. ne 

Most men when it comes to life insurance 
are selfish; they do not realize the debt they 
owe to their own family and to the community, 
and when a man fails to realize his duty in 
this particular, it is a task for a strong and 
able man to educate him out of his selfishness 
These things should have been taught the man 
when he was a child, but they were not. The 
clergy should preach it but they don’t and so 
it is left for the insurance agent to point out 
to men their opportunities—yes, even their 
duties with respect to life insurance. 

This, of course, as may easily be seen, re- 
quires a high order of intelligence and tact 
on the part of the insurance salesman, for your 
average man does not like to have his duty 
pointed out to him by a comparative stranger, 
and is likely to resent as unwarranted any sug- 
gestions along these lines. 

And so, in spite of rebuffs without number, 
and without the cooperation of the church or 
the State, the insurance salesman has continued 
to push ahead undismayed by difficulties: and 
strengthened by the thought that he represents 
the greatest uplift movement in the world. 
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Tue Worst Desir IN THE DISTRICT 

The mind of every successful insurance agetl 
is alert all the time, looking out for and work 
ing out new methods of securing new business 
on his debit. The agent who falls behind i 
his service to his policyholders, for any reas! 
whatever, soon feels his ground slipping trom 
The insurance business is not 4 


An 


under him. 
matter of promise, but of performance. 
agent is rated by his production. 

A grocer sells his eggs by advertising them: 
a huckster sells his wares by crying them alow 
in the street; an insurance man sells his policis 
by getting his prospect interested in his propos: 
tion. First, he has to create the market fot 
his goods, then supply the demand. 

An agent was given a debit in a sm 
with a population of about 4000 peopl 
The debit had been known throughout 
the district as “the worst debit in the distr 
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\fter he had been checked in on the debit, 
the agent began to think how he could solve 
its problems. In making his rounds the first 
week, it did not take him long to find the 
trouble—the people were not interested. 

He made plans to get the people interested. 
He informed them each week how many new 
applications he had written. He kept them 
yell supplied with literature, and impressed 
upon them the prominence of his company. If 
a claim was paid he informed each policyholder 
of the fact on going over his debit the next 
week, 

One day there was a death, the fireman at 
the light plant had been scalded to death by a 
bursting steam-pipe, and all he left to his family 
was his life-insurance policy. The widow of 
the fireman called on the agent and told him 
that she was without means to bury her hus- 
band. Here the saw his chance to 
strengthen his business. He told her that his 
company would pay all the burial expenses and 
deduct the amount from the death benefit. 

He had the body brought to one of the local 
undertaking establishments. There it was given 
every attention that he could provide. In the 
undertaker’s show window he placed a small 
and modest sign, which read: 


agent 


The burial expenses of this man are provided 

for by 

The Safeguard Life Insurance Company. 
Some day it may have to provide for yours. 

Ancus Gary, Agent. 

To the funeral he sent a large wreath of 
flowers with his company’s card on same in 
large letters. He helped throw the last earth 
on the grave. Had it not been for the agent, 
the policy would never have been written, and 
the fireman would have rested in a pauper’s 
grave. He figured that, as the company ren- 
dered its services to this man, it was nothing 
hut right that it should reap what benefit it 
could. 

The story soon began to crop out. The 
people looked at the company in an entirely 
different light. Those that were behind paid 
their premiums up. The policyholders were in- 
terested everywhere. They told their friends 
to join. The agent’s debit began to increase, 
and in a short while was in better condition 
than any debit in the district. If the superin- 
tendent wanted to use any particular debit as 
an example to the district, he always referred 
to the debit of this man. 

This agent found the one weak spot of this 
debit and remedied it by giving his company 
the proper publicity. 

Why Stick to Gold Standard? 

“Why Stick to the Gold Standard?” is the 
title of an article in the May issue of The 
Nation’s Business, in which Thomas A. Edison 
asks questions as to why a scheme to base 
currency on energy units is not practical. The 
answers are by Darwin P. Kingsley, president 
of the New York Life Insurance Company. 





—The Ontario Equitable Life and Trust Insurance 
Company of Waterloo, Ont., now has $9,000,000 of 
By the middle of June it is ex 
Pected to have $10,000,000, 


mstrance in force. 
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METROPOLITAN CHANGES 





New Districts at Superior, Wis., and 
League Island, Pa. 





LEADERS IN ORDINARY AND 


INDUSTRIAL 





Many Changes Result from Rearrangement 
of Districts 

The following changes have been made among 
the managers of the Metropolitan Life Insur- 
ance Company during the month of April: 

Joseph M. Welch, manager at 
Ilmira, N. Y., promoted to be manager at 
Geneva, N. Y., in place of Arthur W. Trethe- 
wey, who has been transferred to the Stamford, 
Conn., district. 

In the Great Western Territory a new dis- 
trict has been created by the division of Duluth, 
Minn., the new district to be known as Superior, 
Wis. On May 1 Edmond P. Lomasney, as- 
sistant manager at North Shore, Chicago, IIl., 
was promoted to be manager of Superior, Wis. 
.\ vacancy was created in Gratiot, Mich., by the 
appointment of Manager G. F. Abbott to be 
supervisor of the ordinary department, and to 
hill it Lewis C. Stocking, manager at Traverse 
City, Mich., was transferred, April 10. Charles 
I’, Shay, assistant manager at Belle Isle, De- 
troit, Mich., was promoted to be manager at 
City, Mich., April 10, to succeed 
Lewis C. Stocking. Ambrose W. Carlton, man- 
ager at Cairo, Ill., was transferred to Falls 
City, Louisville, Ky., April 10, to succeed W. T. 
Smiley, resigned on account of ill health. Wil- 
liam A. Hetteyhauser, manager at 
3elleville, Ill, was promoted to be manager 
at Cairo, Ill., April 10, to succeed Mr. Carlton. 
Karl W. Kleifgen, manager at Madison, Wis., 
has been transferred to Duluth, Minn., May 1, 
to succeed Roland S. Middlesworth, the man- 
ager there, who took his place in Madison, Wis. 

In the Middle Atlantic Territory two new 
districts have been created during the month of 
April. Philadelphia South and Southwark have 
both been divided and a district to be known 
as League Island formed. Samuel Goodman, 
manager at Atlantic City, has been transferred 
to the new district April 24. Max Schulman, 
assistant manager at Elizabeth, N. J., was pro- 


assistant 


Traverse 


assistant 


moted to be manager at Atlantic City, April 
succeed Samuel Goodman. Paterson, 
N. J., has been divided and a new district 
created called Silk City. Walter I. Super, 
assistant manager at Essex, N. J., was promoted 
to be manager at Silk City, April 24. Charles 
D. Meredith, general assistant manager of the 
Middle Atlantic Territory, was appointed man- 
ager at Woodbury, N. J., April 17, to succeed 
George H. Brown, who resigned. 

In ordinary placed business for the year to 
and including the week of April 17 the follow- 
ing ten agents and agents unattached held the 
first places: C. L. Grinnell, agent, Newport, 
R. I.; J. W. R. Chasse, agent unattached, Water- 
ville, Me.; Carl Finke, agent, Roseville, N. J.; 
\. M. Goodman, agent unattached, O’Fallon 
Park, Mo.; Philip Ritz, agent, Jersey City, 
N. J.; J. M. O’Hearn, agent, Bridgeport, Conn. ; 


24, to 


17 


J. R. Claxon, agent unattached, Muncie, Ind.; 
Jacob Ratner, agent unattached, Jersey City, 
N. J.; H. A. Withington, agent, Oak Park, II1.; 
G. J. Morrison, agent, Rockaway, N. Y. 

In average paid-for ordinary business in the 
country at large, including Pacific Coast, per 
month per man for the year to and including 
the week of April 17, the following ten dis- 
tricts led: Newport, R. I., T. F. Murphy, 
manager; Oak Park, IIl., Gabriel Dunkleman, 
manager; Ridgewood, N. Y., David Rudberg, 
manager ; Delmar, Mo., Norman Schiffrin, man- 
ager; Stuyvesant Heights, N. Y., H. C. Stieg- 
litz, manager; Roxbury, Mass., Morris Soroch, 
manager ; Rockaway, N. Y., B. H. Ledner, man- 
ager; Bushwick, N. Y., John Goldthorpe, man- 
ager: Knoxville, Tenn., B. M. Gaston, man- 
ager; Fulton, N. Y., Isidor Siegel, manager. 

The ten leading districts in the country at 
large in average industrial increase per week 
per agent for the year to and including the 
week of May 1 were: Delmar, Mo., Norman 
Schiffrin, manager; Magic City, Ala. A. C. 
Chesney, manager; Chattanooga, Tenn., J. T. 
Dunning, manager; Waltham, Mass., T. F. 
Neelon, manager; Terrace Park, Mo., L. L. 
Baker, manager; Jonesboro, Ark., L. S. Brewer, 
manager; Jefferson, Mo., Simon Neveleff, man- 
ager; Topeka, Kan., F. J. Campbell, manager ; 
Bushwick, N. Y., John Goldthorpe, manager ; 
Elizabeth, N. J., F. C. Bradley, manager. 

In amount of industrial gross increase for 
the year to and including the week of April 24 
the ten leading agents and agents unattached 
were: QO. C. Welden, agent, Magic City, Ala.; 
R. A. DuBois, agent, Waltham, Mass.; J. W. 
Wegins, agent unattached, Chattanooga, Tenn.; 
3en. Silber, agent unattached, Bristol, Pa.; 
Aron Gurman, agent, Stuyvesant Heights, 
N. Y.; J. F. Purdy, agent, Tulsa, Okla.; A. G. 
Brown, agent unattached, Chattanooga, Tenn.; 
Louis Frankel, agent, Elizabeth, N. J.; G. A. 
McCrary, agent, Columbus, Ga. Gerson Eil- 
bott, agent, Memphis, Tenn. 


“The Pep-ti-mist and the Doer” 


A pessimist has been defined as a man who 
closes one eye, wrinkles his beautiful brow, 
draws up the corners of his mouth, and wearily 
shaking his head, says sepulchrally, “It can’t 
be done.” 

An optimist is a man who is full of sunshine 
(not moonshine) and encouragement. He 
beams at you, smiles from ear to ear at you, 
bathes you in hope and cheer, and slamming 
his fist down energetically upon whatever hap- 
pens to be handy, says determinedly, “It can 
be done” and lets George do it. 

But a Pep-ti-mist—ah !—he and his kin shall 
inherit the earth. For he is of the genus, 
homi raris, who, when a trick is to be turned, 
peels his coat and hat, rolls up his sleeves, goes 
to and does it, and never hears the whistle blow! 

He is like my friend the “Doer.” The Doer? 
—He is a man I met the other day: I asked 
him what he did and he said he was a “Doer.” 
T looked puzzled, so he amplified. “I work in 
a bank,” he began, “and when the president 
wants something done he tells the cashier, the 
cashier is so anxious to get it done he tells 








the teller to do it, the teller is afraid he'll for- 
get to do it so he tells the bookkeeper, and the 
bookkeeper tells me. And because I have my 
eye on the cashier’s job, I do it. ‘I’m the Doer.’” 

A little boy once told me that salt was what 
would make the soup bad if it were left out! 
And here’s to our Pep-ti-mists and Doers—for 
they are what would instantly hustle this world 
to the Damnation Bow-wows—if they were 
left out. 

Here’s to them again—for it is they who keep 
this whirling globe of ours on an even climb- 
ing keel. They make up for the laziness and 
cussedness of the rest of us. And God bless 
them! for they bless everybody else.—7/e John 
Hancock Field. 





Who is the Successful Agent? 

Not the agent who spends practically all of 
his time in reading, in study, and in compiling 
There are agents of that kind. They 
You may cure them 


statistics. 
constitute one extreme. 
of the study habit, but you'll not make success- 
ful solicitors of them, even then. They are not 
built that way! 

There is another extreme—the 
knows nothing, and congratulates himself upon 
the fact. 
anything, and he boasts that he “says the thing 
that will get his man.” Yes, 
in getting business which doesn't stick. 

The really successful agent prepares his work, 
equips himself with needed information, studies 
the methods of successful agents that he may 
know how to apply his knowledge, and works 


agent who 


His ignorance leaves him free to say 


Ts he successful ? 


unceasingly. 

3e it remembered, however, it is one thing to 
attain knowledge and quite another to know 
how to use it most effectively. The man who 
has the one and can do the other is the success- 
ful agent. Confident in his own powers, yet he 
is ever ready to take advantage of such hints 
as may be gleaned from the experience of others, 
and is not above renewing an acquaintance with 
many phases of his business, because he knows 
it all. 

We are, of course, far from asserting that 
success can be achieved by mere book learning. 
Its possession, however, strengthens the agent 
in a very material manner. A blacksmith may 
be able to toss a heavy weight some distance, 
but a trained athlete, with not half the strength 
of the first man, will throw the shot twice as 
far. 
do the thing properly, and it is exactly this 
knowledge the successful agent has attained. 

Think of it, ye on the other side of the hedge. 
who have neither time nor inclination to read 
insurance literature, and take a lesson by the 
Read that which “multi- 

Then will you also, in 


't is simply a question of knowing how to 


experience of others. 
plies selling efficiency.” 
due course, probably be entitled to the praise 
of your co-workers for having attained to the 
honorable and remunerative position of a “suc- 
cessful agent.”.—The Nalaco. 


‘ ee ee Se 


—The new general offices of the Standard Life 
Insurance Company in the Republic National Dank 
Suilding were formally opened May 9. ‘The head 


quarters were moved from Decatur, IIl., to St. Louis, 
given for 


Hotel 


recently. A complimentary dinner’ was 


i R. 


Statler, on 


Paisley. president of the company, at 


that night. 
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BAR SHARPERS 


Moral Obligation of Financial Interest 
Is to Protect Public, Says 
Orrin Lester 
ADDRESSES BANKERS AT ATLANTIC 
CITY 


Warns Against Capitalizing National Wave 
of Thrift Sentiment 

The moral obligation of legitimate financial 
institutions to protect the public against finan- 
cial sharpers was pointed out by Orrin Lester 
of the Metropolitan Life Insurance Company, 
and former director of savings of the United 
States Treasury, in an address before the main 
body of the National Mutual 
Janks at the Ambassador Hotel. Mr. 


Conference of 
Savings 
Lester said: 

The public wants to be advised upon ques- 
tions of investments and protected against the 
sharks and crooks, who, through clever sales 
talk, are constantly taking away the hard 
earned savings of unsuspecting people and giv- 
ing them nothing in return, and I want to say 
here that I have the same contempt for the man 
who takes away another man’s life earnings as 
| have for a man who takes another man’s life, 
and he should be punished in the same way by 
the law. It is the moral obligation of legitimate 
financial institutions to protect the public 
against such unscrupulous practice, if the law 
will not, and furthermore, it may be worth do- 
ing as a matter of business. There was some- 
thing like a billion dollars lost last year through 
fake investments. 

The public want also to be protected against 
too many schemes of saving and so-called thrift 
programs. We are going to cheapen a great 
idea and handicap a great cause by too many 
agencies, trying to capitalize this great national 


-wave of thrift sentiment. 


There are more amateur reformers in this 
field than in any other field | know. To teach 
working people thrift in this country is a pretty 
serious business. It must be done first of all 
by those who know something about the subject 
and second by those who have higher motives 
than merely to make money out of the good in- 
tentions of wage earners. When we tamper 
with the workman's pay check, we are tamper- 
ing with a delicate matter. 

Iducation as a rule has neglected most of 
those things which are of most practical value 
to the public. Bankers, as a rule, have been 
cold-blooded and independent. The average 
bank itself is cold and formal. Like churches, 
they do not give the appearance of being built 
for commen folk. | doubt if an ordinary work- 
ing man can make himself believe that the aver- 
age banker is the kind of man who can under- 
stand his problems and his struggles. 

The question of saving money affects the 
very fabric of our institution. It has been my 
observation that the man who leads the band of 
strikers in violation of a law, or gets on a soap 
box and condemns the institutions of his nation, 
is not the man who owns his own home, has a 
hank account or liberty bonds. 

We shall make real progress in actual thrift 
in every phase of the individual's life when we 
show him that thrift does not mean. sacrifice 
but accumulated pleasure, that not only the 
abundance of the good things of life are being 
stored up in the saving of his money, but that 
life itself will be attained more abundantly ; that 
personality will expand and develop; that self- 
respect will be nurtured, and that this brief 
existence here on earth will be infinitely more 
satisfactory in all its attainments because of 
the habits of thrift he has developed. 
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Thursday 


John Hancock Weekly Premium Depart. 
ment Passes Half Million 


or? = 
, I nee sreamicaid of the John Hancock 
Mutual Life of Boston has sent the following 
letter to the field forces in the weekly premium 
department : 

We announce that the weekly premium det 
of the company has passed the half milli : 
mark! . 
_It is a noteworthy mile-post and deserye 
hitting recognition. 

It tells its own tale of the flight of time and 
the progress of our company. 

We do not, however, regard the mere achieve. 
ment as a notable thing. We mean to celebrate 
something more worthy than that. 

The really notable fact is, not that we record 
a half million of debit to-day, but that thi 
represents our ministration of insurance service 
to nearly 3,000,000 weekly premium policyhold. 
ers and their families. To the best of oy 
judgment and observing the highest ideals oj 
which we are possessed we perform our duties 
in their behalf. 

We intend to do everythigg in our power ty 
make this service better and broader as time 
goes on, but always keeping in mind an u- 
questioned financial reserve strength for the 
possible day of storm. 

To all of those who, with us, have helped to 
bring this business to its present point, our 
salutation, our recognition, our thanks and our 
appreciation are due. Theirs is the satisfac 
tion, as ours must be too, that they have to- 
gether helped to demonstrate that the service 
of insurance is a real public necessity and that 
they have made our company one of the cow- 
try’s notable institutions for the supplying of 
that demand. 


Widows 

\ policyholder lapsed his insurance. The 
continuance of his poli¢y meant everything to 
his family. The agent had seen the case, to 
he sure, and secured the man’s consent to his 
calling around again. The agent did so and 
was put off with “another time.” 

Yes, it’s true he should have tried harder 
to revive the policy, for later the policyholder 
died without insurance and left a widow, sev- 
eral young children and a mortgaged home 
The widow told the agent they could have paid, 
and would have paid, had she known the cit 
cumstances, but the thought of what it meats 
to be without means was not brought home to 
her. 

Were you ever faced by a widow of a lapsed 
policvholder? If not, how do you think youd 
feel? You don’t have to do much thinking to 
know that there would be present for a long, 
long time thereafter that guiltiest feeling 
Doesn't it urge you right now to run down every 
lapsed case and bear on hard and startle the 
policyholder out of his lethargy and make hin 
act before it is too late?—Prudential Record. 


Tragedy of Lapses 

A lapsed policy is a tragedy. For the insure 
it means a turning back; a loss of confidence mn 
himself; a depreciation of his own worth in his 
own estimation. The possessor of a lapsed 
policy is a weaker man morally because of the 
lapse. He is weaker mentally because the ele- 
ment of hope in his makeup has received # 


: : Q 
He is weaker financially because #! 


shock. 
na meas 


mental and moral loss has impaired, 1 , 
° ° To the 
ure, his usefulness to his family and to 
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community. A lapsed policy is both a loss and 
3 disappointment to the beneficiary. The pres- 
ent help in her hour of greatest distress has 
failed her when she learns that the policy of 
insurance upon which she relied is a lapsed 
policy. When she faces the expenses incident 
to " decent burial of the deceased, and the 
future care of the little ones, with a lapsed 
policy as a legacy from the man who stood with 
her before the minister, she would be super- 
human if, in her soul, she could wholly acquit 
him of the charge of wilful neglect—II’estern 
Life Advocate. 


ARREARS 


The Lower They Are the Less Are the 
Lapses 

Why all this noise about arrears? What 
matters it whether arrears are 25 per cent or 
75 per cent. 

Briefly this—because the lower the arrears, 
the less the lapse. We know this to be true. 
Experience has taught us that it is true. Com- 
mon sense declares it to be true. And the less 
the lapse, the more money the agent and the 
assistant make, the less he has to worry about, 
and the greater, consequently, is his efficiency. 
Likewise, the less the lapse, the fewer the 
dissatisfied ex-policyholders, says the John Han- 
cock Field, which says: 

We can go into almost any agency in the 
country and pick out two agents working un- 
der practically the same conditions; one with 
high arrears, and one with low arrears, prov- 
ing the oft-repeated assertion that M is the 
man and not the conditions that determines 
whether arrears are high or low. 

Surely the man with high arrears can learn 
something from the man whose arrears are 
low, and can put into practice in his own way 
the suggestions which his brother agent should 
be willing and we confidently believe is will- 
ing to make. 

Surely the man with high arrears can learn 
something from his assistant superintendent 
when the latter goes out on the debit and makes 
a substantial improvement, and can follow it 
up with methods similar to those which have 
been successfully demonstrated by the assistant 
superintendent. 

Surely the man with high arrears should be 
abe to understand that the greatest service and 
the biggest favor we can do the policyholders 
on his debit. is to insist, courteously but firmly, 
that they make sure of 100 per cent of protec- 
tion by paying their premiums according to 
contract. 

Surely it must be clear to the man with 
high arrears that he is showing a misplaced 
sympathy when he allows himself to be put 
off too easily in the collection of premiums, be- 
cause the first week missed is the first step 
towards a lapse, and the nearer the policy- 
holder comes to the lapsing point, the greater 
is the tendency to indifference and discourage- 
ment. 

_ Surely the man with high arrears must real- 
e, and be able to convince his policyholders, 
that when money is scarce, and conditions bad, 
then 1s their greatest need of protection, and 
the time of all times when the loss of their 
mstrance would mean the greatest hardship in 
of death and the time when such loss 
wld he most strongly guarded against by 
Paying premiums as they become due. 
_!Wo facts are clearly in evidence at this 
time. In the first place, the arrears are gen- 
erally much too high. In the second place, it is 
Most essential to all concerned that the neces- 
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sary effort be made to bring about the desired 
improvement. 

We have the experience to know that it can 
be done. We have the common sense to know 
it ought to be done, and we have the confidence 
in the ability of our field organization to believe 
—yes, to know—that it will be done. 

This is a timely topic, and in line with what 
we firmly believe is going to be a year of 
wonderful progress. 





Systematic Canvassing 

Recently 1 was talking to a life insurance 
agent on systematic canvassing and intensive 
cultivation of the life insurance field. He stated 
that he never realized this so forcibly until re- 
cently, and related an experience he had had a 
short time before. 

Hlis office is on the ninth floor in one of the 
large office buildings of the city, eighteen stories 
high. Business had been very slack with him 
for some time and he was at a loss as to where 
to go to find some prospects. One rainy day, 
while sitting in his office, the thought occurred 
to him to make a systematic canvass of the 
buildiag in which his office was located. He 
started on the ninth floor, where his office was 
located, and called that 


on every person on 


floor. He worked up to the top of the building 


and then began to work down to the ground 
Hoor. The result was for a week’s effort in the 
building he secured applications for life insur- 
ance aggregating over $18,000, with no one 
policy in excess of $2500. He said this con- 
vinced him that it was not necessary to go far 
from home to find prospects, but that if each 
agent would systematically and intensively so- 
licit in and about home there 
trouble in writing life insurance. 

Another agent with whom I talked on this 
subject related his experience as follows: 

He stated that he lived in the outskirts of 
the city and that every morning when going to 
the car to come down to his office he would be 
joined in his walk by some ne‘ghbor, but the 
thought never occurred to him to talk life in- 
surance to these men until one day one of them 
said to him: 


would be no 


“You are in the life insurance business, are 
you not?” and I said, “Yes, I am.” “Well,” 
said he, “why don’t you ever talk life insurance 
tc me? You have lived out here for more than 
a year and I have walked to the car with you a 
number of times and you never mention life in- 
surance to me.” I did talk life insurance to him 
on the way down to my office, with the result 
that I got his application for a $2000 policy and 
the names of several other persons in the neigh- 
borhood in which we lived who might be pros- 
pects. I then began a systematic canvass of the 
neighborhood, with the result that I wrote a 
nice line of business; and there is not a week 
that goes by that I do not get an application out 
of this neighborhood. J have enlarged my ac- 
auaintance, made friends, and through this en- 
larged acquaintance and these friends I am all 
the time getting pointers and names of persons 
who might be interested in getting a policy. 
Here I had been for more than a year neglecting 
the field right at home and running around in an 
aimless sort of fashion hunting prospects when 
there was an abundance of them within what 
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you might call a stone's throw of my home. 
This has convinced me that systematic and in 
tensive solicitation is the only kind that pays. 

Other agents with whom I have talked who 
tried out the system report great success with 
it. It is this systematic and intensive solicita- 
tion that has built up the large companies, like 
the Metropolitan and Prudential. 

If you, who have not tried this plan, will 
only give it a fair trial for one month, I am 
sure that vou will be surprised at the result and 
will not again complain of inability to find pros- 
pects and write business.—Push. 


JOHN HANCOCK NOTES 


Numerous Promotions and Transfers 
Announced 

The following promotions been an- 
nounced by the John Hancock Mutual Life: 

From agency ranks to assistants: William 
Kx. O’Connor, Boston; Burchard Neel, St. Louis 
No. 1; Edward Bickhardt, West New York; 
John T. Marshall, Trenton; Homer C. Fink, 
Stamford (White Plains detached); Clemens 
E. Reker, Cincinnati No. 1; Patrick J. Dana- 
her, Detroit No. 2; James Boyle, Quincy, Mass. 

Promoted and transferred: Joseph F. 
Dechene, from agent at Meriden to assistant 
superintendent at New Britain. Assistants 
transferred: Jesse F. Foley, from Stamford 
to Bridgeport; Ferdinand W. Reimann, from 
New London to Bridgeport; Arthur V. O’Con- 
nor, from Quincy to Bridgeport; Ralph FE. Mc- 
Auliffe, from Detroit No. 2 to Detroit No. 1; 
Walter J. Degler, from Detroit No. 1 to Pitts- 
burgh No. 1. 

Other changes are: Frederick V. Jones, 
from assistant cashier at New York No. I to 
cashier at Yonkers, N. Y.; Harold C. Peterson, 
from assistant superintendent at Port Chester, 
N. Y., detached to Stamford proper in the same 
capacity: Otto K. Hvid, from assistant, White 
Plains detached. to the same position at Port 
Chester, detached, under Stamford agency; 
Harry J. Pfister, from assistant at Plymouth, 
detached, to Weymouth, detached, under Quincy 
agency in the same capacity. 


have 


Make That “Someone” You! 

The other day a man told us that the first life 
insurance agent in five years came into his office 
and wrote him for $10,000. 

Think of it!) This man has his office in one 
of the prominent office buildings in this city 
and no agent has called on him in five years. 
Seems almost incredible, doesn’t it? 

Remember how crestfallen you were the other 
night when your wife told you that Mrs. Jones, 
the wife of the man across the street, had told 
her that Mr. Jones had taken out a new policy 
which would provide for the education of the 
children ? 

“Gee!” you said, “there’s a bet T overlooked.” 

How many more are you overlooking? 

Why not try to serve your neighbors? 

Why not spend a few evenings a week withir 
a few blocks of your own home? 

Someone will write your neighbors. 

Make that someone YOU !—Oakland Agency 
Bulletin. 



































































PRUDENTIAL CHANGES 





Edward N. Stark Dined in 
Angeles 


ADDITIONS TO PRUDENTIAL OLD 
GUARD 





New Appointments and Leaders in Indus- 
trial Net Increase and in Ordinary 

The Canadian division has four superintend- 
ents who have qualified in the ordinary “Top- 
notchers” class this year and are now wearing 
the coveted merit button: Superintendent H. 
LeGendre, who is always a most consistent 
producer, heads the list with a silver badge of 
distinction and is followed by superintendents 
W. White of Montreal Number 1, C. J. 
Metcalfe of Windsor, and J. J. Allen of Peter- 
borough, who have earned the right to wear the 
bronze emblem. 

A dinner was recently tendered by the com- 
pany to Superintendent Edward N. Stark of 
the Los Angeles Number 1 district at the Hotel 
Clark, Los Angeles, in honor of the completion 
of twenty-five years of continuous Prudential 
service. 

Assistant Secretary John H. Birkett in his 
speech reviewed Prudential achievements in 
southern California, where Superintendent 
Stark, as a pioneer, held the first Los Angeles 
superintendency, and presented to Mr. Stark 
his diamond P. O. G. badge and certificate. 

After many speeches from visiting superin- 
tendents, members of the staff and others, the 





THE ART OF CANVASSING | 


HOW TO SELL INSURANCE 
BY THE LATE WILLIAM MILLER 


Formerly superintendent of agencies of a large life insurance company 


This is one of the most instructive little works for canvas- 
sers in the life insurance field, and it has proved its worth | 
by passing through nine large editions. 
eighth edition of this book has been issued by The Spectator 
Company, and its lessons are just as valuable to-day as when 
first penned. ‘Thousands of agents throughout the country 
have learned their first steps in life insurance canvassing 
through the medium of this book, and what it has done for 


them it will do for others. 


The major portion of this book consists of suggestions as 
to the best methods of success in writing business; what 
occasions should be sought and what avoided for a presen- 
tation of the subject of insurance; what to do and how to 
do it; in short, how to get at a man and secure his application. 
The book is written in a plain, straightforward manner, 
free from technicalities, and is valuable alike to the raw 


recruit and the veteran. 


‘The Eighth Edition of THE AR’ OF CANVASSING is 
most handsomely printed and bound in red flexible binding, | 
the size being convenient for the pocket. | 


Prices: 
Single Copies - - 
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guests adjourned to the beautiful palm dining 
hall of the hotel and a most enjoyable dinner 
was served to the accompaniment of music and 
vocal selections by several artists. 

During the dinner Mr. Stark was also pre- 
sented with a beautiful bouquet of twenty-five 
American Beauty roses, the gift of the staff. 

The following men have been enrolled in 
higher classes of the Prudential Old Guard: 

Wm. Gladwin, Paterson, Class B; 
Theodore Hooyman, agent, Passaic, Class E; 
Dudley Plass, assistant, Poughkeepsie, Class E; 
Ikdward W. Coutant, agent, Poughkeepsie, Class 
Ik; Mathew T. Gaffney, agent, New 
Class C; Wilburt H. Marsh, agent, New Haven, 
Class D; Albert Newburgh, 
Class B; Patrick J. Burke, agent, Albany, Class 
E; William G. Wills, agent, Middletown, Class 
C; Chas. G. Moody, assistant, Mount Vernon, 
Class D; Frank L. Shurter, assistant, New- 
burgh, Class C; J. Bartley King, agent, Dover, 
N. J., Class D; Clarence P. Lyons, agent, 
Dover, N. J., Class D; John Kievit, 
Paterson, Class B; Floyd R. Earl, agent, Mid- 
dletown, Class B; Francis J. McAtee, agent, 
Bridgeport, Class E; N. A. Curto, special as- 
sistant, Worcester, Class A; A. R. L. Webber, 
assistant, Boston No. 2, Class A; IF. C. Knight, 
Fall River, Class A; L. G. Sartell, 
FE. Racette, 


agent, 


Haven, 


Drewitz, agent, 


agent, 


assistant, 
agent, Boston, No. 4, Class C; W. 
agent, St. Johnsbury, Class A. 

Preston H. Schofield, of the Goshen office, 
Middletown, N. 
moted from agent to assistant superintendent 
to take charge of a staff in the same city. 


Y., district, was recently pro- 





Thursday 


Louis Dumosch, an agent in the New York 
Number 10 office, has been promoted to the Dosi- 
tion of assistant superintendent for the Week 
of April 24 in the same district. 

Joseph M. Murphy of the Pittsfield, Mass 
district, was promoted to the position of Po 
sistant superintendent in the same district, be. 
ginning week of April 17. 

\gent Williard A. Rich of the Baltinior 
Number 1 district (Division K) has been te. 
cently promoted to an assistant superintendent 

\ssistant Edward J. DeTienne of Des Moines 
la., was transferred to the Oshkosh, Wis., Ps 
trict, in the same capacity on April 10, 

Agent Oakley L. Carver of the Des Moines 
la., district was promoted to the position of 
assistant superintendent in the same distric 
on April 10. 

Agent Percy D. Hindmarsh of the St. Pay} 
Minn., district was advanced to an assistarey 
position zt St. Paul on April to. 

W. H. Berry, assistant in Toronto Number a 
has been transferred in the same capacity to 
Sault Ste. Marie. 

In the Southern division, Albert McCarthy, 
Memphis, Tenn., leads in industrial. Assistants 
H. H. Browing and J. FE. Kynes of New Or. 
leans lead in holding down arrears and keep- 
ing up advance payments. In ordinary, Assist- 
ant Otto Vollmer, New Orleans, takes the lead 
for the division. 

Agent J. F. Dredge of the Detroit Number 2 
district is at present leading his entire division 
(J) in industrial net increase and also ranks 

(Concluded on page 22) 








A reprint of the 
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- 45.00 | 
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- 160.00 | 
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| A Thousand and One Hints 


TO AGENTS OF 
| INDUSTRIAL LIFE INSURANCE COMPANIES 


This work, prepared by a manager of wide 
activities in the industrial field, shows through 
a series of conversational talks how an agent 
should start his canvass, keep up collections 
and overcome objections to a proposition for 
industrial life insurance. 

Price per copy, cloth bound, $1.00 


Special prices quoted on large quantities. 
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THE INDUSTRIAL LIFE AGENT'S KIT 


GENTS of Industrial Life Insurance Companies should aim to ‘ncrease 


their | Efficiency 


By so doing they will also increase their 


Earning Power 


Increased Efficiency leading to Increased Earning Power attracts attention on 
the part of Home Office Officials and leads on to 


Promotion 


Do You Want to Become Efficient? 
Do You Wish to Increase Your Earning Power? 
Do You Not Aim Constantly for Promotion? 


you can assist in accomplishing all this by careful study of THE INDUSTRIAL 
LIFE AGENT’S KIT. The dictionary defines a Kit as an outfit of necessaries 
for a trade or occupation, or for some special purpose. THE INDUSTRIAL LIFE 
AGENT’S KIT is made up of books which are valuable aids to men engaged in 
this great business, and when carefully studied will bring 

GREATER EFFICIENCY 


INCREASED EARNING POWER 
STEADY PROMOTION 


The works named below have been selected with a view of giving the 
greatest amount of education on insurance matters at the lowest possible cost: 
CLUBS can conveniently be formed in offices to purchase one or more sets for the 


use of all the men, which practice has been pursued in many superintendencies with good 
results; or the books may be purchased individually. 


THE INDUSTRIAL LIFE AGENT’S KIT 


TITLE OF WORK PRICE 

Some Plain: Eiméts to Lite Instirance Solicitors: .s...c 5.0. 5 2 ood rd ne vole yigimaie Baw eleg alow $ .50 
Sélection at Rrsusieng tine: bile: SOHCIOL ... ws < cae e xc cock wrens lew gdlga Rel ends «ceinmeseiog .50 
A Thousand and One Hints to Agents of Industrial Life Insurance Companies......... 1.00 
GVENICCRCHEIGE ATLCMN RTL UNGI GS sso gc a rake te ec eae col wh nk. ah Miche ay eS el car clallar si atas 1.50 
IVERELITAUIN PR UCUEPPHEONIOS. «fo. 55 occas veld oa win evn esl in sia via alalete a warn Aa Ea aetelere alae 1.50 
JIU PRS ele ee nes eee ees eee der eae Sar oe, wa ee 2 1.50 
Lifer bnanrances ance Haw to) WEE BGs... cock cccicc om caw eee ma seas ese te oe bo telame ead 1.75 
NATUR ANON I Ss a) PST oe So 5s 37a ch a Soe ACS IIH SOE 8 iA eo ede he aa 1.00 
SEs come Esai Ney CaN CO CI SIN Moo Vince earch ee bso 9 Tot TS as men naw Ug oy Ses ete ge ee ein ol ae 1.00 
DCO TG Sa TC Ure he Spire rere: (eaedea, eeeirer na rsaan mentee rl irene res oir: 2.00 
SNP EY GA Rn ee ee eee eer cert ae eens aetrre rae rence emer ere 1.50 
Ba) Tes Os: CU ERG BTRERE RIE 5 5 cco) oad a ns WIDS Hd ae Relea enaweg ee anmete ¢ Medes 2.00 
Beihe Pitotirceticess SMC SHIATIONIEEN 5.5 a5 6 2 o.6. eye, pocsiieratere ce Cie wrdinlgerereed cee ed Velg ee eeu ae ae 1.50 
NB igs AIL CreLe File BYVC ESTE IC ECE Ole os svor0 ahs on < sear gree eae neh am pidior onde o's se or el ates eS arian ny ai .50 
OPN Naess as We Gh MARGE SPRN ENN os ho <i Si cic a os Gh cy SR Sak slo Paha wide abar ek nV aseA ell Apa ola 2.00 
‘Rrasinelota ener rnsueane® AGCHE 65. 6.< 46.5 cccie caren asieimaem ovinnadee tien dad data date 1.50 
Boece Ruceep WW CSRES CO ile co cos ase 6) xc ods) eee aialie es Bue Sues ai Shevobas viele gidda Boetst@ eis aalares ea ty ene erage ens 2.00 
Euan et cee VENA ONE 5 28S 5 5a c, oac'v 0s crak Sl LW ARH Oi 1 AERO Ree ELSES a cee ea 1.50 
What bite bneurance Is and What FE D6GS: | occ neces ecacdnind soar eae sasevldne eas 1.50 
SU it cae Coens ie ofoa ceo hr oscv acl a ease Ce Mins re olla cleintal niga diac mieiaccmg alee ole we mare, $26 .25 


THE INDUSTRIAL LIFE AGENT needs all the above-named books. 
Form a Club to-day, sending an order for these books, remembering that 
KNOWLEDGE IS POWER 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 William Street 
Insurance Exchange NEW YORK 

















Prudential Changes 
" (Concluded from page 20) 
well up among the leaders of the company. 
Agent E. Cokkotakis of the Lynn district 
leads Division C in ordinary net issue and is 
also listed prominently among the company’s 
leaders. 
Agent Walter H. 
the agency staff of Division E 
industrial net increase for 1922. 


Settle, Altoona, Pa., leads 
in amount of 


Shows 85 Per Cent Increase 

C. B. and H. M. Taylor, Philadelphia general 
agents of the Northwestern Mutual of Mil- 
waukee, Wis., state that the written business 
for the first four months of this year as com- 
pared with the same period of 1921 shows an 
increase of 44 per cent and the paid-for busi- 
ness for the same period shows an increase of 
&5 per cent. 

This office has received a letter from George 
E. Copeland, superintendent of agencies, stat- 
ing that the increase for the first quarter of 
1922 over the same period of 1921 is larger both 
in amount and percentage than that made by 
any other agency of the compan) during the 
same period. 


0. J. Lacy on Western Trip 

Q. J. Lacy, second vice-president of the Min- 
nesota Mutual Life Insurance Company of St. 
Paul, spent the entire month of April visiting 
agencies in the South. Mr. Lacy states that he 
finds conditions much improved everywhere. On 
his trip, E. C. Groover was appointed manager 
of the big Kansas City office, which controls 
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territory in northwestern Missouri and north- 
eastern Kansas. C. D. Eller was appointed 
general agent at Sedalia, Mo., covering the cen- 
tral portion of that State. Other appointments 
by the Minnesota Mutual recently made are: 
George R. Berry, Wichita, Kan.; Frederick FE. 
Bryan, Chicago, and William Witherspoon, 
Nv«ushville, Tenn. 
Ohio Agents Hold Get-Together 

CLEVELAND, OnH10, May &8.—The get-together 
dinner, which is one of the features of the an- 
nual convention of the Ohio Association of In- 
surance Agents, will take place at the Hotel 
Cleveland on Tuesday evening, June 20. One 
of the features of this meeting will be a satire, 
“The Knockwood Investigation,” which is really 
a continuation of this same idea from the annual 
dinner of the Fire Insurance Club of Cleve- 
land, which took place some time ago. 

Other features of the program for the con- 
vention are being worked out as rapidly as 
possible, and Judge W. H. Tomlinson, counsel 
for the association, will be in this city within a 
short time to confer with committees regarding 
the preparations that are under way. 

Advertising in Canada 

The Canadian Daily Newspapers Association 
has given publicity to a letter from the Ontario 
Equitable Life and Accident of Waterloo in 
which the high records and gratifying results 
obtained by that company during the past year 
are stated to have been made possible, in part, 
through the assistance of Canadian newspaper 
publicity. 
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“Oh, That’s Old Stuff!” 


When you sit down of an evening to | Fe 
over the latest list of selling suggestions 
your company has sent you, what do you do j 
the first line you read contains an idea that yoy! 
already have heard before? 4 

Do you stop and say to yourself, “Oh, that j 
old stuff!" and then throw the list away? 

If you've got into that habit—cut it out! 7 

Read on a little further and you may be sul 
prised; for, while the latest idea in selling may. 
yet be the oldest, it may be dressed up so dif. 
ferently as to open up an entirely new angle af ; 
provide you with suggestions that you have pop 
heard before. ia 

Don’t be in haste to discard an idea that se 
old. Consider the fact that your company at aff 
times is trying to assist you. That it has al 
selfish interest in your doing well is entirel 
aside from the issue. Better production frog 
you may mean a bigger volume of business fg 7 
your company, but don’t forget this: It meaye! 
a bigger income for you. : 

be glad that your company is progressive: 
cnough to try to assist you. Be appreciative of 
its efforts and show your appreciation by giving: 
its suggestions courteous attention. a 

Read your company house-organs from cover. 
to cover; read the bulletins and the sales letters” 
from the opening to the closing line. i 

Much of their contents may seem like “old: 
stuff” to you when you first start to read, but 
you keep on you'll and ideas and suggestions of 
which you never dreamed. ‘2 

Try it and see.—Pcoria Life Bulletin. 








Gain in interest income over last five years 
Gain in income over last five years 

Gain in admitted assets over last five years 
Gain in Insurance in force over last five years 
Average gain over last five years 
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GLOB 
MUTUAL LIFE 
INSURANCE 


COMPANY 
OF CHICAGO, ILL. 
RESULTS FOR’ 1921 


The above figures are the results of the highest grade of service 
to policyholders and representatives. The latest is 


Claims Paid By Telegraph 


It is the last word in 


SERVICE 


T. F. BARRY, President, General Manager and Founder 








NOW READY 





HARPER’S LIFE INSURANCE LIBRARY 
The Psychology of 


Selling Life Insurance 
By Dr. E. K. Strong, Jr. 


School of Life Insurance Salesmanship 
Carnegie Institute of Technology 


PRICE, $4.25 Delivered 


Selling Life Insurance 


By Dr. John A. Stevenson 


Second Vice-President, Equitable Life Assurance Society ) 
Formerly Director 
School of Life Insurance Salesmanship 


PRICE, $3.75 Delivered 


Meeting Objections 


By Dr. John A. Stevenson 
PRICE, $1.60 Delivered 


House of Protection 
By Griffin M. Lovelace 


Director, School of Life Insurance Salesmanship 
Carnegie Institute of Technology 


PRICE, $1.60 Delivered 


THE SPECTATOR COMPANY 
CHICAGO 


NEW YORK 
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N.F.P. A. MEETING 


tlantic City Secihinn Opened by 


Uniformity Association 


MUCH BUSINESS TRANSACTED 


Chapter 
To Report 
Amantic City, May 9.—The 


Only One 


Uniformity 
"Association meeting was called to order at ten 


- thirty Monday morning, with S. Boyd presiding. 


The president's 
> enthusiasm. Routine reports followed. 


address met with considerable 
Gorham 
of the sprinkler leakage committee pre- 


© sented a resolution for elaborating the work of 
Pthe association to the extent of tabulating 
a sprinkler leakage losses, and the motion was 


q carr! ied. . 


© ard towns. 


A very interesting 
jamin Richards, followed by lunch rece 


Ss. 


address was made by Ben- 


In 


“the afternoon session considerable discussion 
| followed the report by the committee on stand- 


were presented by Mr. Hoagland. 


Care of sprinkler systems reports 
Following 


‘considerable discussion, the report was referred 


back to committee. 


Under new business, a motion to extend the 
work of the association to cover data on testing 
of dry pipe valves and other devices was car- 
tied. Following the nominating committee re- 
Presi- 


‘port, officers were elected as follows: 


dent, William S. 


F teported in full to the 
Federation. 


RY 


3 Pennsylvania, and clearly set its principles 
forms before the public and the insurance 
F women of the State, 
| the public press; 


| of the State of 
_ assembled, 


| for their excellent 
© aid the federation in its activities; 


the Federation 
Insurance Federation 


vice-president, 
Quackenboss. 


Boyd; 
secretary, F. B. 


Schofield ; 


ecutive committee for three years: 


C. 


iE 


Ex- 


G. €.Tay- 





Harrisburg Meeting 
(Continued from page 13) 
members of the 
INSURANCE PRESS 

in i 
the 


Wuereas, The Insurance Federation, 


to further extend its membership in 


has been generously 


Be Ir the Insurance 
Pennsylvania, in 


that the of the 


Resotvep, By 
annual 


thanks federation 


Insurance 


ts aims 


State 
and _ plat- 
men 

aided 


be 


of 


and 
by 


Federation 
convention 


ex- 


tended to the newspapers and insurance publications 


support and _ constant 


and, 


effort 


to 


Especially do we wish to most favorably commend 


official publication 


America, 


the 
of 


News, 


of 


the 


and the splendid 


F Work done by the editors and others responsible for 


State of Pennsylvania, 


“the issuance of that paper. 


Wuereas, The insurance men and women 


of 


the 


feeling the affairs of the De- 


: Pattment of Insurance under the present Commissioner 
4 Having been better conducted than ever before in the 
2 history of the business in this State; and, 
| Regarding the liberal and fair-minded attitude of 


| by the Present Commissioner 
Sand objects of the Insurance Federation in the State 
0f Pennsylvania: 


"the present Commissioner with great favor; and, 


Considering the great friendliness and aid rendered 


in 


Tuererorr, Br Ir Resotven, By the 


Tr 


ance Federation of Pennsylvania in convention 
| sembled, at the seat of government of this State, 
that friendly greetings be extended to Commissioner 
| Thomas B. Donaldson as evidence of the affection and 
Tegard in which he is held by the Insurance Federa- 


tion and its rapidly growing membership; 


furthering the aims 


1sur- 
as- 


And we congratulate Commissioner Donaldson in 


i Successful efforts to make insurance 
nsylvanians, 


safe 


for 


lor, Chicago, and Elliott Middleton, New York. 

The only local chapter to report was New 
York, presented by Secretary P. E. 
New York. 


committee 


Brown of 
Progress was smooth until the tank 
Several 
ommended by P. E. 


report. changes were rec- 
Brown, automatic sprink- 
and the most 


ler department, important were 


carried. The remainder of the afternoon was 
taken up with discussion on gases report. 
to earn the 


fire in the United States during 


in order $1,000,000,000 wasted 


by 1920 and 


1921, it would be necessary for 1000 men, re- 
ceiving $1.50 an hour, to labor for over 666,000 
consecutive hours, or approximately seventy-six 
years. Figured upon the basis of a forty-eight 
hour week, the period required would exceed 
267 years. 

These facts were brought out to-day by 
President W. Mallalieu of the National Fire 
Protection Association in addressing the twenty- 
sixth annual convention of the society. 

After 
about 30,000 persons lost their lives by fire, and 


that 34,000 Mr. Mallalieu 


estimating that during 1920 and 1921 


over were injured, 


went on to discuss frankly the reasons why fire 


losses have remained high in the face of wide- 
spread fire prevention effort. 

He pointed out that one important factor, 
in addition to the characteristically careless atti- 
the 
population and the additional buildings. 

“As a of 
‘the more people there 


tude of American public, is the increased 


matter mathematical average,” 


he said, are, the greater 
the number of fires there will be, and the same 
is naturally true in regard to buildings. It 
sometimes seems, to paraphrase Rudyard Kip- 
that 


one, we burn down two by two, 


‘the structures we build up one by 
* but, fortunately, 
the situation is not quite as bad as that, and, 


ling, 


although it may seem impossible to those of us 


who are continually confronted by fire loss 


statistics, there are still a few people who have 


‘had a fire. 
Mallalieu reported that a 


never 

Mr. 
concern in the United States, 
Canada, have taken steps to educate the public 
by means of printed warnings to be more care- 


large tobacco 
and also one in 


ful in disposing of lighted matches and burn- 
smoking 
many other 
out detriment to their sales. 


The nominations of the nominating committee 


ing materials and he suggested that 


industries might follow suit with- 


are as follows: 

For president, H. O. Lacount, Boston, Mass. ; 
first vice-president, Rudolph P. Miller, New 
York; second vice-president, Dana Pierce, New 
York; Franklin H. Went- 
worth, of executive 
City. No. 

J. s. 
York; 


Boston; 


secretary-treasurer 
Beston, Mass.; chairman 
A. T. Bell, Atlantic 
Executive committee, for three 
Chicago; Geo. be 
Ailanta; I 
Je, 


F. Ballinger, 


committee, 
years: 
Booth, New 
V. Thayer 
btm 
Philadelphia ; 


Banash, 
A. M. Schoen, 
Louis Wiederhold, 
years: W. 
IE. Schmidt, Chicago. 

The 

The 
Building 


For two 
Richard 
following resolutions were introduced: 
Standard 


Under- 


the 
of 
building construc- 


adoption by municipalities of 
Code of the National 
to the end that fire-resistive 
encouraged, the 


Board Fire 
writers, 
inflammable roof 


facilities 


tion may be use of 


coverings prohibited, adequate exit from 


and fire- 
stopped as to prevent or materially retard the develop- 
ment fire 

The by all 


mum building requirements 


buildings assured, ard interiors so designed 


and spread of therein. 


of mini- 


protection of pub- 


and 
the 


adoption States provinces 


for 


lic and private hospitals, schools, asylums and similar 


institutions. 
The 


fire 


enactment the 
As- 


official 


State and 
the Fire 
to the 
the 


by each province of 

Marshals 
that 

all 


public 


law advocated 
North 


may 


marshal 


of 


by 
America, end 


of 


sociation 


investivation be made causes of fires, 


he eliminated by educa- 
of 
of 


inspection 


fires 
the 


prosecution 


preventable may 


tion, and crime arson stamped out through 
incendiaries. 

of all 
to 
cleanliness, 
of 
fire-fighting apparatus and 
to to 


with structural 


vigorous 
The 


marshals 


systematic buildings 


by 


vigorous 


city 


fire or local firemen insure the 


enforcement of rules for good housekeep- 


ing, and the maintenance safe and unobstructed 


exits, other protective de- 


become thoroughly 
and 


duty 


enable firemen 
the 


buildings 


vices, and 


other fea- 
to 


ordinances fixing the 


familiar essential 
of 


The enactment of laws or 


tures which it is their protect. 


cost 


of extinguishing preventable fires upon citizens dis- 


regarding fire prevention orders, and a more general 


legal recognition of the common law principle of per- 


sonal liahility for damage resulting from fires due to 


carelessness or neglect. 
The 


as a 


automatic sprinkler 
life and the 
use of standard smoke-proof towers and 


wider general use of the 


fire extinguishing agent and saver 


more 


of 


general 
protected 
life 


horizontal exits through properly open- 


ings in fire division walls as important saving 


facilities. 
A careful 
made 


of cities 
Fire Pre- 
Underwriters 


of the technical 
by the engineers of the Committee 
vention of the National Board of Fire 
the ef water supplies, 
reliability, department 


study surveys 


on 
covering items their adequacy 
alarm 

the 
cities 


fire 
of 

neighboring 

of 


prevention 


and fire efficiency, 


systems and conflagration hazards, and 


cooperation among 
and the 
organization 


possibility of 
standardization hose 
of local 


objects. 


mutual aid 
The 
to 

The universal adoption and use of the safety match 
all of 


buildings except 


through 
couplings. fire 


committees promote these 


legislation prohibiting smoking in 
industrial 
in such fireproof rooms as may be especially approved 
the 
The education of children and the public generally 
habits of fire, and the 
the United States 
“Safeguarding the Home 


and 
factories, 


parts 


and mercantile 


for purpose by authorities having jurisdiction. 


regarding the use 
the 
prevention manual, 


in careful 


general adoption by schools of 


of the fire 


prepared by the National Board of Fire 


the United States Bureau of Educa- 


Against Fire,” 
Underwriters for 
tion. 
The 
tion 


of 


displays 


regulating mo- 
exchanges: the 
of the 
building 


effective legislation 
and 


enclosing booth, 


adoption 
prohibition, 
of mo- 
un 


picture 


without a standard use 


tion picture projection machines in 
less the film used is of the slow-burning type, and the 
ultimate the of 


motion picture films of the slow-burning type in place 


any 


substitution in manufacture and use 
of the nitro-cellulose film. 


The 


fire-works, 


the discharge or firing 


‘other 


general prohibition of 


of fire balloons, or pyrotechnic dis- 
play except as a public function conducted by properly 
authorized individuals under the supervision of offi- 
the 


coordination 


fire departments. 
of all 


administrative officer 


cers of 
The 


central 


through a 
the State, 
jurisdiction, for the 


these activities 


or body of 


province or city having primary 
purpose of promoting uniformity of action and efficient 
cooperation. 
Favor Co-insurance In Chicago 

Cuicaco, Itt., May 9.—At a special meeting 
of the Western Automobile Underwriters Con- 
Monday the action of the 
executive committee in enforcing the restricted 
form of coverage in Western territory was ap- 
proved by a close vote of 47 to 43. 

The meeting voted unanimously in favor of 
the principle of making the owner of the car a 


ference afternoon, 


sharer in any loss, 
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SCENE IN THE OFFICE OF THE MAN WHO EMPLOYS FIFTY OR MORE PEOPLE 


You can tell him— 


That Group Insurance was not discarded by employers who dis- 
continued many other employee-welfare plans when business 
tightened up. 

That the number of employers carrying Group Insurance has 
increased every year since the first policy was written. 

That two million employees and their families are now protected by 
Group Insurance. 

That Group Insurance is no longer an experiment and its returns 
are sure, not problematical. 

That Group Insurance improves the relationship between em- 
ployer and employee and makes easier the adjustment of all 
differences that may arise as between capital and labor. 

That an organization protected by Group Insurance is tempered 
throughout with goodwill. 

’ That Group Insurance helps make a good working force a better one. 

That employers can not secure a larger return by the expenditure 
of 25 cents per week per employee in any other way. 

That the employer can buy life insurance protection for his em- 
ployees under a Group Policy at one fourth the cost of life 
insurance bought by employees individually on the weekly 
premium plan. 

That many employees who will be insured under a Group Policy 
could not pass a medical examination and get any kind of life 
insurance individually. 

That Group Insurance is a measure of undeniable justice. 

That the Travelers pay envelope stuffers, booklets, bulletins, etc., 


Tue TRAVELERS INSURANCE COMPANY 


HARTFORD 


T H E 


ACCIDENT, LIFE, LIABILITY, HEALTH, AUTOMOBILE, STEAM BOILER, COMPENSATION, 


. F. BUTLER, PRESIDENT 


TRAVELERS 


GROUP , BURGLARY PLATE GLASS, AIRCRAFT, ENGINE, ELECTRICAL MACHINERY 


keep the employees’ appreciation of Group Insurance at high 
water mark. 

That the safety bulletin and safety literature service which goes 
with Travelers Group Insurance increases production. 

That The Travelers sells Group Life Insurance, as well as Regular 
Life Insurance, at guaranteed low cost. 

That premiums paid for Group Insurance are deductible from 
gross income, in accordance with the Federal Income Tax 
Law as amended by Act of 1921. 

That premiums may be paid annually, semi-annually, quarterly or 
monthly. 

That thereafter the insurance of new employees becomes effective 
automatically and amounts of insurance on old employees in- 
crease automatically (if a service formula is used) in accord- 
ance with the terms and plan outlined in the master policy. 

That the Group Policies and Certificates of The Travelers contain 
a broad and liberal permanent total disability clause. 

That the Travelers plan of handling Group Insurance reduces to a 
minimum the bookkeeping work required of the employer. 

That the Travelers claim organization, dating back nearly 60 
years and extending over the entire continent, is able to pay 
claims within a few hours after notice. 

That certain firms with whom he is very familiar have adopted 
Travelers Group Insurance (Pick out names from classified 
lists on file in Branch Offices). 

That the number of employers who have selected The Travelers for 
their group insurance exceeds the number that have chosen any 
other company by 42 percent. 


Tue TRAVELERS INDEMNITY COMPANY 
CoNNECTICUT 


The Leading Insurer of Group Life and Group Accident and Sickness Risks 
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NEW YORK UNDERWRITERS MEET 
James E. Kavanaugh Was Chief 
Speaker of Evening 
A well-attended meeting of the New York 
Life Underwriters Association listened atten- 
the brilliant and witty talk of James E. 


tively to : : 
Kavanaugh, third vice-president of the Metro- 
politan Life Insurance Company. This was the 


fnal monthly dinner and meeting of the asso- 
ation year. Election of officers will be held 
in June. 

Mr. Kavanaugh spoke on the close and gave 
a number of examples of his methods, which 
provoked the audience to laughter from their 
bravado. He recommended short and unusual 
methods rather than lengthy talks. 

T. Reid Fell introduced an amendment to the 
constitution, which will be voted on at the next 
meeting. The amendment specifies that mem- 
hers shall pursue life insurance as their prin- 
cipal business. 


Is First Life Insurance Agent To Take 
Group Insurance 

Joseph D. Bookstaver, general agent of the 
Travelers Insurance Company, has made an 
announcement that group insurance has been 
adopted by his agency, under which plan every 
employee as well as selected classes of agents 
will benefit. In all, almost seventy people will 
be insured for an amount aggregating to almost 
$200,000. 

This is the first agency of the Travelers or 
any other company to have adopted group insur- 
ance for its agents as well as employees, and 
the carrying company is naturally the Travelers. 

A very ingenious plan has been devised 
whereby the amounts of insurance are regulated. 
Agents producing the excess of $250,000 new 
paid-for life insurance during a fiscal year are 
covered for $5000; agents producing in excess 
of $200,000, but less than $250,000, are covered 
for $3000, and agents producing in excess of 
$100,000, but less than $200,000, are covered 
for $2000. The fiscal year commences July 1 
and ends June 30. 

Employees were covered on the following 
basis: Executives, $5000; department heads, 
$2500, and clerks, $1000. 


Correction In Farmers National’s Figures 
. In the table entitled “Life Insurance Business 
mM 1921,” printed in THE Spectator of May 4, 
1922, the whole amount of insurance in force on 
December 31, 1921, of the Farmers National 
Life Insurance Company of America, Chicago, 
Was inadvertently stated as $22,123,907. The 
correct amount is $22,392,907. The insurance 
gained during the year, incorrectly shown as 
$3,845,453, should have been given as $4,114,453. 





Convention Companies Join 

Directors’ Association 

A number of life insurance companies which 

ate members of the American Life Convention 

have been admitted to membership in the Asso- 
“ation of Life Insurance Medical Directors. 


Medical 


—The Brooklyn 
Meeting in th 
c 


3rokers Association will hold a 
€ rooms of the Brooklyn Chamber of 
night and will be addressed by Charles 
Pin executive secretary of the Insurance 

n of the State of New York. 


ommerce to-r 


Willough by, 
F 


“SAY IT WITH INSURANCE” 

The Evening Mail, Quoting Colossal Life 
Insurance Aggregates from The Spec- 
tator, Advises the Public to Buy 
Less Luxuries. 

Basing its comments upon an editorial article 
and three-page table entitled, “Life Insurance 
Business in 1921,” which appeared in THE 
Spectator of May 4, The Evening Mail of 
New York offers excellent advice to both men 
and women who are still uninsured. 
torial is headed, “Are You Insured?” and reads 

as follows: 


Its edi- 


The life of every American citizen should 
he adequately insured. If your life is not thus 
insured you should see to it at once. Every 


. day that you put it off makes insurance more 


expensive for you. 

On December 31, 1921, the amount of insur- 
ance outstanding in this country was $45,573,- 
876,067, or in round numbers forty-five and a 
half billion dollars. That is a colossal figure, 
but so is the population of the United States. 
The insurance only amounts to $400 per head, 
or $1600 for every family of four persons. It 
is something, but it is not nearly enough. 

During 1921 more than $9,000,000,000 of new 
insurance was secured by the leading companies. 
That is indeed a remarkable achievement. It 
means $80 per head secured in one year. In- 
surance is becoming the fashion. Do not be 
out of it. 

To their policyholders, living and dead, the 
insurance companies paid out $1,281,000,000 in 
1921. That sum represents an incalculable se- 
curity and relief for the aged, the infirm and 
the bereaved. 

If boys are wise they will begin insurance 
as soon as they begin to earn. A young man 
who thus looks forward, who is thus prov- 
ident—for providence means looking forward 
—is the kind of young man that a girl may 
trust with her future. Say it with insurance 
is sounder love than merely saying it with flow- 
ers and ice cream. To save some of your 
money for a girl is better than to spend all of 
your money on a girl, and of the various forms 
of saving insurance is the best. 

It is best because your money is invested 
by those who know how best to invest it. It is 
best because you pay the money not only when 
vou feel like it, but regularly, as you pay rent 
or any other obligation. It is best because 
everybody who insures his own life is helping 
thereby to insure the lives of others. Insurance 
is simply the accurate mathematics of the Golden 
Rule. It is the many who are strong always 
combined to support the few who may be weak. 
To all of us, one day, comes the hour of death. 
Then be prepared. 

No girl in regular employment should neg- 
lect insurance. It means for her the nest egg, 


whenever she may need it. Insurance for 
women is the symbol of economic independence. 

Much has been said about the doughboys’ 
bonus. But every one who wants it can to-day 
have his own or her own bonus. You do not 
need to agitate for it. You do not need to 
throw the national resources into confusion in 
order to obtain it. A little sacrifice—in itself 
a satisfaction—and the bonus is yours whenever 
your circumstances require it. 

A later issue of the Evening Mail contained 
the following: 

In the invaluable statistics of insurance which 
we quoted the other day from the authoritative 
columns of THE Specrator, we fell into an 
error which, though it does not affect our 
argument, we may perhaps correct. The aggre- 
gate payments to policyholders in 1921 should 
have been given as $835,063,873. It is a gigantic 
sum, and we are grateful to our contemporary 
for its enterprise in undertaking the expense 
and trouble of compiling statistics so enormous 
and so useful to the public. The figure shows 
what a colossal task has been achieved by the 
insurance companies of the United States. 


Convention of Insurance Com- 
missioners 
Last week THE Spectator printed a long dis- 


National 


patch concerning the proceedings of the Na- 
tional Convention of Insurance Commissioners 
at St. Louis. 
closing hours of the session was the plan of the 
A. M. Best Company of New York to sell its 
stock to life insurance companies. It appeared 
to be the consensus of opinion that it would not 


One of the topics discussed in the 


serve the best interests of insurance for such 
stock to be generally held by insurance com- 
panies, and Superintendent F. R. Stoddard, Jr., 
of New York was instructed to inform the 
A. M. Best Company as to the views of the 
commissioners. 


Insurance Society’s Annual Dinner 
The annual meeting and dinner of the Insur- 
ance Society of New York will be held on May 
23 at the Hotel Astor. President J. G. Hibben 
of Princeton University and Hon. Wm. E. 
Tuttle, Insurance Commissioner of New Jersey, 
will speak. 


Death of C. H. Pescay 
Charles H. Pescay, long in the insurance busi- 
ness and latterly an independent adjuster at 
New Orleans, La., died a few days ago. 





rights. 





Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 


Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 
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GROW WITH A GROWING COMPANY 





It is the considerate and personal attention from the Home Office to little things that 
makes State Life Agents a Happy and Successful Family. 





The State Life gives service not only to its policy 
holders, but also to its agents. Its sound methods and 
good reputation are giving it a steady, healthy growth. 


It is not too large to do the little things for the in- 
dividual agent which contribute so much to his prosper- 
ity. 


The successful Life Insurance Agent wins his battles 
by hard work—and co-operation. ‘The agent furnishes 
the hard work. ‘The State Life furnishes the co-opera- 
tion. Such a combination will always win. 


Dec. 31, 1919... ... 
Dec. 31,1920............ 
Dec. 31, 1921............ 
Feb. 28, 1922......... 


The State Life is now operating in Iowa, Minnesota, 
North and South Dakota, Nebraska, Kansas, Wyoming, 
and Utah, and expects to enter several additional states 
during the year. 


We need a few managing agents and special agents 
who have experience, character, and ability, ‘Then, too, 
we can use a large number of local agents. Experience 
is not always necessary for such positions. If you have 
ordinary intelligence, good character, and are not afraid 
of hard work, we have a great opportunity awaiting you. 


STRONG AND PROGRESSIVE 


Admitted Assets Legal Reserves Insurance in Force 


$751,084.41 $8,479.87 $1,854,500.00 

789,543.44 58,094.06 4,769,000.00 
1,853,237.17 997,859.25 17,570,599.00 
1,917,911.79 1,173,763.67 24,234,845.00 


STATE LIFE INSURANCE COMPANY OF IOWA 


DES MOINES, IOWA. 


A. C. Tucker, President. 


Wm. Koch, V. P. and Field Mgr. 






































Hutchinson, Kansas 


Stephen M. Babbit, President 





PUBLIC LIFE INSURANCE CO, 


$500,000 Authorized Capital 


is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 


Write today; we may have just what you want 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 
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State Life’s Expanding Business 

The State Life Insurance Company of Towa, 
Des Moines, makes a handsome statement as of 
February 28, 1922, which shows considerable in- 
1 assets, reserves and insurance in force 
during the first two months of the current year. 
\s of the date named, the State Life took over 
the business and funds of the Union Life and 
Accident Insurance Compaily of Lincoln, Neb., 


creases IN 


and its statement shows $1,917,912 of ane 
$1,173,704 of legal reserves, and $24,234,845 of 
asurance in force. These figures represent in- 
bout $64,000 in assets, $176,000 in 


creases Of a ets, 
and $6,664,000 i imsurance in 


legal reserves, 
force. A , 

The State Life recently entered Kansas, Ne- 
braska, Wyoming and Utah. R. R. Lounsbury, 
arv of the Union Life, will have 


formerly secret 
Kansas will be under the 


charge of Nebraska: fer t 
management of ©. C. Anthony, and H. E. Hin- 
richs will be State manager for Wyoming. The 
company iS now licensed in lowa, Minnesota, 
North and South Dakota, Nebraska, Kansas, 
Wyoming and Utah. The management of this 
company is very progressive and anticipates en- 
tering several other States during the present 
var. It therefore has territory open for man- 
agers, special agents and local agents, and its 
well-known service to its agents, as well as to 
its policyholders, makes the representation of 
this company an attractive proposition. Men of 
intelligence, whether they have had life insur- 
ance experience or not, who desire to form a 
profitable connection, would do well to com- 
municate with William Koch, vice-president and 
field manager of this company. A special drive 
for new business, in honor of Mr. Koch, will be 
made in June. 

President A. C. Tucker and his able official 
staff are to be congratulated upon the steady 
progress which the company has made. 


—The Carnegie School will open for a summer 


The 


100 are already taken. 


course at Los Angeles July 5. enrollment has 


been limited to 130, of which 





Massachusetts Mutual Life 
Insurance Company 


Springfield Massachusetts 


Incorporated 1851 


A company which throughout 
the seventy years of its history 
has ever enjoyed—because of its 
square dealing toward all and its 
long record of low net cost—the 
good will of its policyholders, the 
confidence and esteem of the in- 
suring public, and the loyalty of 
its representatives, 





Joseph C. Behan, Supt. of Agencies 














T. R. MARSHALL ELECTED 


Former Vice-President of United 
States Heads New Company 


BANKERS LIFE OF INDIANA 
ORGANIZING 
Many State Officials to Be Associated With 
Company 
INDIANAPOLIS, INb., May 
Marshall, former vice-president of the United 


8.—Thomas ~- R. 


States, has been elected president of the Bank- 
ers National Life Insurance Company of In- 
diana, it was announced here Saturday by L. 
rt Slack, former United States district-attor- 
nev, who is general counsel for the company. 


Mr. Marshall will assume active direction of 
the company’s business from this city. 
The Bankers National Life Insurance Com- 


pany is now being organized. It was incor- 





MARSHALL 


Tuomas R. 


porated for the purpose of writing life insur- 
ance and other insurance appertaining thereto. 
It has an authorized capital stock of $500,000, 


which is divided into 500 shares of a par 


value of $100 each. A large part of the first 


issue of 10,000 shares already has been sub- 
scribed, Mr. Slack announces. 
The balance of the capital stock, 40,000 


shares, when sold and paid for, will give the 
company a paid-up capital of $500,000 and a 
surplus of $700,000. The entire amount is to 
be placed in the treasury of the company, ac- 
cording to announced plans. 

Other officers and directors of the company 
include: Ed. Jackson, secretary of state for 
O’Shaugh- 
of 
Newton Brown, secretary of the 


Indiana, first vice-president; J. A. 
nessy, second vice-president and director 
agencies; I. 
Indiana state board of agriculture, third vice- 
president; William M. Jones, treasurer of the 
Indiana state board of agriculture, secretary; 
C. O. Harris, deputy county treasurer, assistant 
secretary; Samuel O. Dungan, president of the 
Polk Marlin A. 
Prather, secretary of the Indianapolis branch 
of the Morris Plan Bank, assistant treasurer, 
and FE. J. Robison, chairman; Mr. Marshall, 
Mr. Jackson, Mr. Brown, Mr. Jones, Mr. Harris, 
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Milk Company, treasurer; 


Dr. W. P. Garshwiler, Mr. O'Shaughnessy, Dr. 
Mr. Slack, Mr. 
Prather, directors. 


Harry L. Foreman, Dungan 


and Mr. 
West Coast Life’s Policy Dividends 
Improved 

Vice-President and Actuary Gordon Thom- 
son of the West Coast Life Insurance Company 
announces that the company has just recently 
adopted an improved policy dividend scale. The 
company's dividend year runs from June I to 
May 31 of each year and the new scale of divi- 
the 
beginning of the next policy dividend year. 


dends will be effective from June 1, 1922, 


The company has printed a folder giving sam- 
ple dividends on the three main forms, viz., 
ordinary life, 20-payment life, and 20-year en- 
dowment, and also on the fully paid-up life 
policies. 

Generally speaking, the dividend scale may be 
said to have been increased on the average 25 
per cent over the company’s pre-war schedule 
of dividends. A new scale of distribution has 
been adopted, which is more scientific and pro- 
vides a better distribution as between different 
entry ages, durations and forms. The increases 
are largest at the middle periods of life between 
ages twenty-five and forty-five, and there is a 
decrease in the oldest ages at entry. 


Detroit Life Reports 69 Per Cent Gain 

The monthly report of the Detroit Life In- 
surance Company for April shows new _ busi- 
ness subscribed of $1,390,000. 
$882,500, the 


written in April of 1921, an increase for 1922 


This compares 


with amount of new _ business 
of $567,509, or 69 per cent. 
The total written 


for the first four months of 1922 is $4,911,000. 


amount of new business 


This compares with a total of $2,759,700 for 
the same period in iy2t, and an increase of 
$2,151,300, or 79 per cent. 

These figures are particularly significant as 
indicating a pronounced betterment in the life 
insurance the State of Michigan, 
as this business was all written in the State of 
Michigan and one-third of it in the city of 
Detroit. 

The George A. Kelly Agency of Flint wrote 
$350,000 of this total largely through the per- 


business in 


sonal activities of the manager of that agency, 
Mrs. Mary A. Tierney. 


The Prosperous Agent 

I think William Alexander's book on “The 
Prosperous Agent” is really the best thing he 
has ever written, so far as its having so much 
of deiinite value to the insurance man in such 
few pages is concerned. And I am glad to 
hear that Orville Thorp, who stands for hav- 
ing the insurance man a thoroughly informed 
and trained man, has bought fifty copies of the 
book for his agents. 

It seems too bad that every person who is 
really in earnest about selling life insurance 
does not have one of this and Mr. Alexander's 
other books, as well as the many splendid books 
that are being prepared for the use of those 
who most need them.—Edward A. Woods, 
manager, Equitable Life, Pittsburgh. 





Edward A. Hoadley has been appointed gen- 
eral agent for the National Life Insurance Com- 
pany of Montpelier at Williamsport, Pa. 
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funds assembled for the purpose of averaging loss for the 
community. An individual may be a gambler in dispens- 
ing with insurance, but insurers do not gamble—they deal in 


eines are in the broadest sense trustees of great 


certainties. 


Numbers of insurers are necessary, because none could be 
vast enough, alone, to carry the burden without becoming un- 
wieldy. So there must be insurers, to average loss amongst 
the insurers. Reinsurers must merit the same, or if possible 


even greater confidence than that which the public reposes 


in the insurers. 


So in the immense scheme of the world’s business we are not 
gamblers, but purveyors of a service of safety—you, the In- 
surers, and we, the Reinsurers. Together we form one of the 
most indispensable elements in the plan. Upon our co-ope- 


ration depends the stability of the whole. 
ogg 


May we, as Reinsurers, further co-operate with you? 


Employers Indemnity 
Corporation 


E. G. TRIMBLE, President 


KANSAS CITY 


CHICAGO NEW YORK 
INSURANCE EXCHANGE 35 NASSAU ST. 
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Casualty, Surety, Etc. 











joWA COMPANY ABSORBED 


ern Surety Takes Over lowa 


h 
- Bonding of Des Moines 


LONG NEGOTIATIONS FINALLY 
COMPLETED 





lowa Bonding to Liquidate at Once 

Des Mornes, May 8.—Negotiations which 
have been pending since January culminated 
last week in the merger of the Southern Surety 


[— 
COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 











ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 




















JOHN J. McINTYRE 


(Formerly Chief Adjuster, Equi- 
table Life Assurance Society) 


Announces the Opening 
of His Office 
in the 
Woolworth Building 


Telephone Barclay 3554 


and 


Solicits Detective and Investigat- 
ing work of the better grade for a 
few select clients. 


LICENSED AND BONDED 











and the Iowa Bonding and Casualty, two Des 
Moines concerns. 

The Southern Surety took over the 
Bonding after the latter had approached it 
with an effer to sell or have its business rein- 
sured. By the terms of the transaction, the 
Iowa Bonding retires from the insurance field 
and will liquidate as speedily as_ possible. 
Pending liquidation, Emory H. English will re- 
main as president of the Iowa Bonding, while 
Joel Tuttle, its secretary, and Carl Erdman, 
will become 


lowa 


one of its assistant secretaries, 
identified with the official staff of the Southern. 

The Southern Surety and the Iowa Bonding 
were capitalized at $1,000,000 each, but the sur- 
plus of the Southern is $554,374.09 while the 
Iowa Bonding’s surplus is $228,379.79, having 
dwindled to that amount from $395,000 at the 
time of its organization in 1918. 

The Iowa Bonding was organized largely by 
Com- 
the 
It was formed at 


Emory -H. English, former Insurance 


missioner, and Joel Tuttle, prominent in 
Des Moines insurance field. 
the peak of boom times and started out pros- 
perously. But is has never been able to pay a 
dividend and last year some of the stockhold- 
ers began to grow impatient. They threw their 
stock on the market. It went as low as $50 
but has since then risen to as high 
$85. The security is declared to be worth par 
and it is claimed by the officials that it has 
suffered smaller losses than any other similar 
institution organized in boom times. It is 
anticipated that there will be many claims filed 
and there is considerable farm mortgage busi- 
ness to clean up. Likewise it is said that the 
Towa Bonding has made some profitable deals 


net a handsome profit to the 


th 


as 970 to 


which will 
Southern. 

Emory English was president of the Iowa 
3onding; Charles H. Martin, Des Moines 
banker, vice-president; Joel Tuttle, secretary; 
C. E. Brenton, treasurer, and E. J. Kelly, coun- 
sel. R. B. Parrott, president of the Guarantee 
Mortgage and Finance, was active in launching 
the Iowa Bonding and still on its directory 
board. C. S. Cobb is president of the Southern 
Surety, J. H. Huckleberry is vice-president and 
E. G. Davis is secretary. The Southern is on 
a 12 per cent dividend basis. 

The officers have emphasized’ that only the 
business has been taken over by the Southern 
and not their corporate existence. 

J. S. Andrews With Logue Bros. & Co., Inc. 

Iffective May 1, J. S. Andrews, for years 
inspector of the Hartford Steam Boiler Insur- 
ance & Inspection Co. of Hartford, but recently 
one of its chief producing special agents, has 
become an assistant manager of the casualty 
department of Logue Bros. & Company of 
Pittsburgh, Pa., in charge of the boiler, flywheel 
and electrical machinery division of this de- 
partment. 

The candidacy of H. G. B. Alexander as a 
member of the board of directors of the Cham- 
ber of Commerce of the United States is being 
pushed by A. Duncan Reid, president of the 
International Association of Casualty & Surety 
Underwriters. 
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NEW ENDORSEMENT 
DRAFTED 


Compensation Rating Board Issues 
Letter 


LOOKS FOR CRITICISM OF COMPANIES 


Amendments to New York Compensation 
Law Require Revision of Standard 
Endorsement 

Leon S. Senior, manager of the Compensa- 
tion Inspection Rating Board, has addressed the 
members of his organization in a circular letter 
calling attention to a revised draft of the New 
York Standard Endorsement which has been 
prepared to comply with the amendments, en- 
acted in 1922, to the compensation law of this 
State. 

The draft is only preliminary to a final one 
and is being sent out to give the companies a 
chance to submit criticisms and suggestions at 
a general conference which will be called by 
the State Industrial Commissioner, Thursday, 
May II, at 2:30 P. M. 

A copy of the proposed endorsement follows: 


ProposEp StaAtE ENpoRSEMENT FOR New York Not 
Yet AUTHORIZED 
For attachment to Policy No. ............ 


The obligations of Paragraph One (a) of the Pol- 
icy to which this endorsement is attached include such 


Workmens Compensation Laws as are herein cited 
and described and none other: 
Chapter 41 of the Laws of 1914, State of New 


York, known and cited as the Workmens Compensa- 
Law as Chapter 615 
of the Laws of 1922, and all laws amendatory there- 
while this 


tion amended and revised by 


of which may be or become effective 


policy is in force. 
If this is a contractor the subject of 
includes a hazardous 
employment, and he shall subcontract all or any part 
subcontractors; or 


owner of timber other than 


Employer 


whose contract is, involves or 


of such contract to one or more 
if this Employer is an 
on farm lands and shall contract with another to carry 
on or or service in connection there- 
with which involves or includes 
hazardous employment, it is agreed that the remunera- 
of all employees of any such subcontractor as 
mentioned, as well as the remuneration of all 
the for timber operations, 
and the employees of any subcontractor to whom such 
contractor sublet all portion of such 
work, shall all be included in the return or remunera- 
tion upon which premium is computed, and such re- 
muneration so shall be considered the 
remuneration of employees of this Employer and shall 
in all respects be governed by the same terms, condi- 
tions, requirements and obligations of the Policy as 
the remuneration of the direct employees of this Em- 
The requirements of this paragraph shall 
apply as such contractor of such 
compensation 
required by 
Compensation Law, security shall 
be maintained during the period covered by the 
execution of the work undertaken, and proof of which 
security snall be submitted by this Employer to the 
Company in the form of a certification signed by the 
insurance carrier which has undertaken the contractor’s 
or subcontractor’s risk; or if the contractor or sub- 

a self-insurer, by means of a copy of 
consent of the Industrial Commissioner 
which contractor or subcontractor 
has qualified as a self-insurer. 

It is agreed that the part of Section 38 of such 
Compensation reading, “shall be 
as the happening of an accident within the 
this chapter,” etc., shall be administered 


perform work 


work or service is, 
tion 
first 
employees of contractor 


may or any 


reported 


ployer. 


not respects any 
has 


provided 


for 
such 


secured 
and 
which 


subcontractor if he 
his employees as 
Workmens 


contractor is 


the written 


under any such 


Workmens Law 


treated 
meaning o 
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FIDELITY LEAD SERVICE 


brings the agent into contact with interested buyers 
of life insurance. Last year we distributed 47,604 
direct leads—all interested prospects who had re- 
quested information. In 1921 this service, and 
Fidelity’s original policy contracts, brought us. 
within 714% of the unparalleled new business result 
of 1920. 

Fidelity operates in 40 states. Full level net pre- 
mium reserve basis. Insurance in force over $223,- 
000,000. Faithfully serving insurers since 1878. 


A few agency openings for the right men. 
THE 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 


WALTER LeMAR TALBOT, President. 








as 

THE MINNESOTA MUTUAL LIFE INSURANCE CO 
Saint Paul, Minn. 

has entered, or will enter the ‘Ollowing 
States; and is prepared to make con- a 
tracts offering liberal first vear 
commissi ns, splendid renewals, and an 
ideal arrangement for financing the 
Agency, just as soon as the right man 
is found in- 
IOWA, KANSAS, ILLINOIS, MICHIGAN, souTy 
DAKOTA, MONTANA, VIRGINIA, INDIANA. 
LOUISIANA, TENNESSEE, CALIFORNIA AND 
OREGON. 

This announcement is addressed to 
successful life insurance men of good 
character, who want to secure General 
Agency contracts in these localities. 


oa 


| . d. Lacy, 2nd Vice President in 
charge of Agencics. 

















INSURANCE AGENTS 


Both operate to the advantage of Great-West Life Agents. Our Policies are easy to sell—liberal 
in terms, but soundly based. The Company’s record is one of unequalled progress, paralleled 
by efficient and economical operation. 

We have a first class proposition for first class agents. If interested address enquiries to 


THE GREAT-WEST LIFE ASSURANCE COMPANY 
Head Office—Winnipeg. 





Policy and Prestige are the two most powerful factors in the successful selling of Life Insurance: 











Federal Surety Company 


Home Office, Davenport, lowa 


Began business July Ist, 1920 
Licensed by U. S. Government November 20th, 1920 


An Institution of Service 


Writing Fidelity and Surety Bonds, Accident and 
Health Insurance. Burglary, Larceny, Theft and 
Hold-up Insurance. General Liability and Ele- 
vator Insurance. Automobile Liability, Property 
Damage and Collision Insurance. 


Workmen’s Compensation 
We are well equipped to serve Agents of the Mis- 
sissippi Valley—Correspondence Solicited. 


OAKLEY H. BEYER 
Superintendent of Agents 


W. L. TAYLOR 
Vice-President and General Manager 














mea 

is yee naniaerage OPPORTUNITY 

n use some high-grade stock and bond salesmen ¢o sell 6 
Participating Preferr Sista 
Real Estate Ronde. and cer 0% Vacs eaten hae + 

Write for Particulars. 

GARY NATIONAL ASSOCIATES COMPANY 
Gary Theatre Building, Gary, Indiana, 
Wilbur Wynant, President. 














** Life Insurance and 


—How To Sell It’ 


ERE’S A BOOK “chock full’ of the 

newest there is in life insurance salesman- 
ship—the actual methods; plans; suggestions; 
money making, sales-producing ideas of the 
most successful salesmen. A\s interesting as 
it is helpful. Not the theory of one man but 
the compilation of experiences of nearly a 
hundred star producers. They tell you how 
they do it. Get this book of good things. 





ABSORBING AND INTERESTING 
$1.00 postpaid 





The Insurance Field Co. 
Incorporated 
Bax 47 Lose, 
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Casualty, Surety, Etc. 
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—— 


1 construed by substituting the word ‘‘injury’’ as 
lu _ 8 
iefned in Section 2 of such Law 


» if such substitution is more beneficial to the 


for the word “acci- 
Jent 
claimant. : 

This policy is issued by the Company and accepted 
+ the Employer subject to the rate manual and rat- 
plans established by the Compensation Inspection 
Board and approved by the Superintendent of 


ng 







Rating : 
rrance, with the agreement that the rates of pre- 
siwm are subject to correction and modification in 





ordance with such rate manual and such rating 
sans, the correction or modification, if any, to be 
lans, 
xoressed by endorsement naming the effective date 
press 
thereof. 





Supreme Casualty Celebrates First Year 

MuwavuKee, Wis., May 9.—The Supreme 
Casualty of Milwaukee announces through its 
resident, J. J. Tague, on the anniversary of its 
ist year in business, May 1, a $64,842 premium 
callection for its first year. This is $14,000 in 
excess of the total set upon its organization 
May 1, 192I. 

Starting with a capital and surplus of $50,000, 
the first day’s business of the new company re- 
sited in 105 applications. Growing by leaps 
and bounds, the company has, in one year, 
leaped into the ranks of the leading casualty 
companies of the State of Wisconsin. 


Federal Surety Has Contest 

The Federal Surety Company of Davenport, 
la, has put on a campaign for $200,000 in 
premiums during April and May. The agent 
making the best showing will be sent to the 
annual convention of the International Casualty 
and Surety Agents Association at the expense 
of the company. The second prize will be a 
gold watch. 





SOUTHERN 
SURETY CO. 


Home Office, Des Moines, Iowa 





Semi-Annual Statement, 
December 31, 1921 


(Condensed from Statement to U.S. Treas. Dept.) 


Admitted Assets..  $6,007,996.00 
Capital... 2... ae 1,000,000.00 
Surplus.......... 554,375.00 


Eleven Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 





Burglary and Automobile Insurance 


Let the Southern Serve You 
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T. E. BRANIFF MOVES UP 


Becomes President of Casualty & Surety 
Agents, Succeeding Charles H. Hood 

Thomas E. Braniff, first vice-president of the 
Casualty & Surety Agents, has been advanced 
to president of the organization, succeeding 
Charles H. Hood of Minneapolis who resigned 
recently. Mr. Hood relinquished the position 
upon selling his general agency of the Ocean. 

Mr. 
tive 
close touch with association activities. 


3raniff has been a member of the execu- 
and is in 
He is 


committee for several years, 
one of the most prominent of the younger cas- 
ualty and surety general agents of the country, 
representing both the Fidelity & Deposit and 
the Maryland Casualty for Oklahoma, with a 
main office at Oklahoma City and a branch at 
Tulsa. a 
Employers Mutual Casualty Association 0% 
Iowa, Des Moines 

The Employers Mutual Casualty Association 
of Iowa, located at Des Moines, which was or- 
ganized in 1912 and writes liability and work- 
men’s compensation insurance upon the mutual 
basis, was, we regret to state, inadvertently in- 
cluded in the list of “Reciprocals” in the 1922 
edition of The Handy Chart of Casualty, 
Surety and Miscellaneous Insurance Companies, 
whereas it should have been included in the 
table headed “Mutual Companies.” The Em- 
ployers Mutual Casualty Association last year 
did a business exceeding $202,000 of premiums, 
with loss payments of about $107,000; and it 
closed the year 1921 with $217,779 of assets and 
a surplus of $130,089. These figures represent 
increases over those of the previous year, in 
round figures, as follows: In assets, $36,000; 
in surplus, $10,000; in premiums, $28,000. Its 
growth in the last five years has been very sub- 
stantial, its assets having nearly quadrupled, its 
surplus being seven times as great, while its pre- 
mium income has trebled in half a decade. 

J. A. Gunn is president of this progressive 
company, and John F. Hynes is its secretray. 
This appears to be truly an employers’ mutual 
insurance company, because we notice in its 
board of directors officers of numerous large 
manufacturing and service corporations. 


Leave Reinsurance Bureau 
Advices from Hartford, Conn., state that the Hart- 
ford Fire Insurance Company and the North America 


have resigned from the Reinsurance Bureau. 


Chamber of Commerce Speakers Announced 


The speakers on the program of the insur- 
ance section of the United States Chamber of 
Commerce been announced as 


have follows: 


Tuespay, May 16, 2:30 P. M. 

Chairman, James S. Kemper, president, Lum- 
bermens Mutual Casualty Company, Chicago. 

Insurance and the Public (not yet an- 
nounced ). 

Getting the Most Out of Conservation Work, 

W. H. Merrill, president, Underwriters Labora- 
tories, Chicago. 
Individual In- 
Paying Dividends, J. E. 
Metropolitan Life 
Company, New York. 

What May the American Business Man Ex- 
pect from Insurance? J. R. MacColl, treasurer, 
Lorraine Manufacturing Company, Pawtucket, 
Re E. 


Education and Service as an 
vestment Kavanagh, 


vice-president, Insurance 


WepnEspay, May 17, 2:30 P. M. 

American Insurance and Our Foreign Trade 
(speaker not yet announced). 

Initiating and Carrying on Insurance in For- 
eign Fields, H. P. Moore. general manager, 
American Foreign Insurance Association, New 
York. 

Model Marine Jnsurance Law, S. S. Huebner, 
expert in insurance to the United States Ship- 
ping Board and committee on Merchant Ma- 
rine and Fisheries. 


To Rule When a Policy Is in Force 

SaLtt LAKE City, Urau, May 8.—The Su- 
preme Court will decide the question as to when 
an insurance policy becomes effective. The 
Continental Casualty is resisting a workmen’s 
compensation claim on the ground that although 
the premium had been accepted and the policy 
dated a few days before the accident, the 
policy had not been issued and, therefore, was 
not in the hands of the firm at the time of the 
accident. The case is regarded as an important 
one. 
Fire Underwriters Uniformity Association 

Meets 

The fifteenth annual meeting of the Fire 
Underwriters Uniformity Association was held 
on Monday at Atlantic City, N. J., just preced- 
ing the annual meeting of the National Fire 
Protection Association. 











INSURANCE COMPANY 


AMERICAN 
AUTOMOBILE 


Home Office, Pierce Building 
ST. LOUIS 


Chas. W. Disbrow, President 





‘SAll Kinds of Insurance 
on Automobiles’’ 


























Public Accountant 






















HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 




































Prominent Agents and Brekers 





























LEON IRWIN & CO., Inc., New Orleans, La. 


REPRESENTING 


American Eagle Auto- National Union 
mobile-Hartford  National-Hartford 


New Amsterdam 
Casualty Co. 


American Equitable Philadelphia Under- Indemnity Company 


British-Amer. As- writers of America 
surance Stuyvesant 

Fidelity-Phenix | 

Insurance Underwriters 








Automobile Insurance 


BROKERS’ LINES SOLICITED 
























J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 

Insurance or consolidation of either Legal Reserve, Mutual 

Assessment or Fraternal Life Companies, Associations or 

Orders. . 5 

Temporary money advanced on strictly private 
arrangements. 

All communeations held nal and confidential. 

Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill. 





































































Actuarial 
















FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 


35 Nassau Street New York 
























WINFIELD W. GREENE 
CONSULTING ACTUARY 
AND UNDERWRITER 


Specializing in Casualty Insurance 
and Workmen’s Compensation 
35 NASSAU STREET NEW YORK 
Telephone, Rector 8482 




























DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 

























































MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Nationa! Association Bldg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 
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SAMUEL BARNETT A Policy Saved is a Policy Made 
CONSULTING ACTUARY THE OTIS HANN COMPANY, lac St 
INSU R ANC E LAWY E R “Life Insurance Service” as 
10 So. La Salle St. Chicago, Ii} \ 
506 Forsyth Bldg. ATLANTA, GA. 7 
sas “20 Years’ Experience Backs Our Service” . 
a an¢ 
eee Rei 
sia ec W. H. GOULD - 
gyri ACTUARY & EXAMINER 
29 So. La Salle Street CHICAGO SYSTEM REVISION 15: 
Telephone Randolph 3473 75 FULTON ST. 25 FRANKFORT ST, 
NEW YORK ee 
Whole 
PAUL L. Pip 
sani cmon JAMES H. WASHBURN, F.ALIA | fo 
. AMINER, CONSULTING ACTUAR al 
y nual m 
ACTUARY AND ACCOUNTANT ROOM 1303, 165 Broadway, New York Cit book, Cs 
MAJESTIC BLDG., DENVER, COL. oe Atiee 20 Boreas oi gaelic | lel 
Cable Address: Gertract, New York ssi 
treats C 
FRANK J. HAIGHT sa 
CONSULTING GEORGE B. BUCK is a Vel 
ACTUARY ACTUARY = 
Hume=Mansur Bldg. Indianapolis, Ind. Specializing in Employees’ di 
Hubbell Building Des Moines, Iowa Benefit and Pension Funds —- 
256 BROADWAY NEW YORK 
JULIAN c. HARVEY for mo 
CONSULTING T. J. McCOMB ae 
ACTUARY Bureau 
CHEMICAL BUILDING’ ST. LOUIS, MO. CONSULTING ACTUARY ae 
needs 
Colcord Bldg., OKLAHOMA CITY, OKLA, | & Wien it 
JNO. A. COPELAND is 
Consulting Actuary na 
JAS. R. COTHRAN - F. M. SPEAKMAN, C. P. A. hs 
ssociate nothing 
322 HURT BLDG. ATLANTA, GA. CONSULTING ACTUARY am now 
BURNS & SPEAKMAN, Certified Public Accouataats — 
Or suc 
T. C. RAFFERTY THE BOURSE PHILADELPHIA eee 
Compan 
CONSULTING ACTUARY with ar 
Suite 714 Weightman Building ABB LANDIS . Stat 
Philadelphia, Pa. Consulting Actuary and Counsellor conclude 
Complete Rate Books Formulated CLARENCE | ALFORD = : 
Associate Actuary ai 
A. SIGTENHORST ee. Nasrendeat ie Bell | ia : 
Unforte 
CONSULTING ACTUARY who * 
‘ . gave hi 
National City Bank Bldg., WACO, TExas | Insurance Examiners and Adjusters aera 
———— FF the time 
———— BF their sal 
FREDERIC S. WITHINGTON, F. A. I. A. MEW OR OE a |p | cannot 
With Twenty Years’ Practical Experience in Insurance many | “not p 
CONSULTING ACTUARY of Arnerien and forces {surance companes, dean wale |e Amc 
402-404 Kraft Building Des Moines, lowa =e. panormyicnponereas si 
Telephone Walnut 3761 Address A. L. CAMERON Box 10, Care, The -_ i et 
Cable Address: Lawbond—New York Ng t a 
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seem 
Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
of the highest type, because of thorough 
familiarity with Insurance Department 
and supervising boards’ requirements. 
Reinsurance and Cancellation schedules 
prepared promptly and accurately. Rates 
reasonable. Results most satisfactory. 


Phone: ASHLAND 7358 
153 Fifth Ave., New York City 











———— 


Wholesale Druggists’ and Compensation 
Insurance 

The proceedings of the National Wholesale 
Druggists Association at its forty-seventh an- 
nual meeting have been printed in the form of a 
hook, embracing 643 pages. The report of the 
committee on employers’ liability and workmen’s 
compensation occupies thirty-two pages and 
treats of the 1921 amendments of the employers’ 
liability and workmen’s compensation laws of 
the respective States. The organization named 
isa very important one in the drug trade, F. C. 
Groover being its president and C. H. Water- 


Ocean Employees Entertain 

The employees of the Ocean Accident and 
Guarantee Corporation, Ltd.. London, England, 
gave a unusually good entertainment at the 
Kismet Temple, Brooklyn, last Thursday even- 
ing. The entire performance was well man- 
aged. Singing, dancing and a variety of fun- 
making were provided to a delightful audience. 


Window Displays of Aetna Life and 
Affiliated Companies 

In a recent issue of THe Specrator there 
appeared an article on “Window Displays,” 
with an illustration of one of such displavs as 
prepared by the publicity department of the 
“Etna Life and its affiliated companies—the 
“Etna Casualty and Surety Company and the 
Automobile Insurance Company of Hartford. 
The article erroneously attributed these dis- 
plays to the A*tna Insurance Company, whereas 
they were prepared for the A<tna Life group. 


The Spectator Fire Chart 


The first chart from the press of 1922 is the 
ire Insurance Pocket Index, published by The 
Spectator Company, 35 William street, New 
York. This is a great annual, giving ten years’ 
statistics, with totals and ratios, for over 300 
fire companies, and tabulations of many more. 
The underwriting exhibit of 1921 business is 
a truly valuable feature, showing a great pre- 


also much information concerning Lloyds recip- 
rocals, and experience by classes. Over fifty 
companies paid out more for marine losses than 
they received for marine premiums. This chart 
contains one hundred pages.—Coast Review. 





PERSONAL ITEMS 








Harry I’. Gray has been appointed general 
agent cf the Connecticut Mutual Life Insurance 
Company at its Woolworth Building Agency 
for Greater New York and Long Island. 


John J. Thomas, secretary of the Lloyd- 
Thomas Company of Chicago, has been made 
chairman of the board of directors. 


John B. Morton, president of the National 
Pe 4 T ¢ ¢ sur © 
3oard of Fire Underwriters, will be given a 
dinner by Sumner Ballard on the evening of 
May 25. 


Grant A. Sharpe, manager of the Indianapolis 
office of the Phoenix Mutual Life Insurance 
Company, reports an increase of 42 per cent 
in business written during the first three months 
of the year over the corresponding period of 
last year. He reports also there has been an 
increase of 10 per cent in dividends to all pol- 
icyholders during that period. Part of this in- 
crease in new business written is attributed 
by Mr. Sharpe to the insertion of a new dis- 
ability clause in all cofitracts, both old and 





bury its secretary. 


Bonding Service as a Selling Argument 
(Continued from page 3) 

for most manufacturers to attempt thus to sell their wares throughout 
the world would be impracticable because of the cost. Let us assume 
that after consultation with the Foreign Trade Council, the United States 
Bureau of Foreign and Domestic Commerce, and other like sources of 
information, the manufacturer has located the particular markets which 
ieeds his goods and which need them at the particular time of the year 
when it will be most convenient for him to deliver them to those markets. 
He will, after careful consideration of the conditions in those markets, 
and with regard to the line which he has to sell, select his salesman, or 
perhaps make a personal trip. 

This has-been tried many a time, and often has resulted in just 
nothing at all, and because that fact is known the man of the type I 
am now trying to reach says: “I would prefer to proceed as I am 
accustomed to do, rather than to take the very problematical chances 
f success in foreign trade.” Inquiry made in several such cases has 
resulted, in curiously uniform reasons for such failures. The A. B. C. 
Company, rated at three to five hundred thousand dollars, credit high, 
with a record for fifty years of honorable dealings, is known throughout 
the State of Ohio. Its sales manager, making a study of the conditions, 
concludes that there is a market for their products in Argentina. He 
‘elects a competent salesman and sends him there to develop the market ; 
that salesman being competent is able to approach the Argentine mer- 
hant under favorable conditions, makes friends with him and then seeks 
‘0 sell him the goods, and thereupon the merchant says: “Why, my dear 
young friend, I am ever so glad to know you. I like you very much. 
‘nfortunately some time ago d met another gentleman from America, 
who pleased me quite as well. Being pleased with his personality, | 
save him what was for me a very large order, and then arranged for 
the sale of those goods to my customers. The goods did not arrive at 
the time agreed upon, and when they did arrive the opportune time for 
er sale had passed, and besides they were not quite up to the sample. 


th 
cannot afford to make another experiment. I am sorry, but fear I 


‘amot purchase your goods.” Your salesman would respond that there 
ate Americans and Americans, and that the house he represents has an 
‘stablished reputation, and that he is sure that if the merchant will try 
ls house once he will be sure to be satisfied. Nevertheless, it is a long 
vay from Ohio to the Argentine, and a house very well known in Ohio 
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is quite likely to have never been heard of in the Argentine, and the 
Latin does not like to exert himself, and the answer is quite likely to 
be a smile, a shrug and a manana. Suppose this salesman in addition to 
all of this was in a position to say, “I appreciate that we are not quite so 
well known here as at home, and I have therefore arranged to furnish 
you with a bond guaranteeing that my principal will perform all of the 
terms of his contract, that he will deliver the goods at the time and 
of the quality and in the quantity provided. This bond will be executed 
by me on behalf of my principal by one of the strongest banks in 
Argentine, as the case may be, as surety.” What would be the effect 
of this argument ? 

Any surety company properly equipped for the purpose can place 
your salesman in position to offer this argument. It can arrange for 
you in advance of your salesman’s leaving what local surety in each 
country will execute the bonds, and what amount of bonds such a com- 
pany would be willing to execute on your behalf, assuming always that 
your financial status does not become weaker in the meantime. This 
service can be rendered, because the surety company located in this 
country is in position to confer with you as to your financial status and 
to determine the suretyship credit to which you are entitled, and having 
so determined it will advise its correspondent in the country where you 
expect to make sales to execute the bonds required by you during a 
particular period, not exceeding the amount agreed upon and condi- 
tioned in the terms agreed upon by you and the surety company located 
here. This can be arranged even though you should be entirely unknown 
to the local surety who signs the bonds abroad. You can in this way 
make your credit as strong in foreign countries where you are not known 
as it is at home where you are known. 

Other selling arguments: arising by reason of such bonding service 
might be suggested, but it is better to let your thought concentrate upon 
this most important selling argument, rather than to trouble you now 
with other special arguments which would vary with different busi- 
nesses and in different places. 

I am certain of two things, one is that American trade cannot be 
developed as it should be until the thousands of manufacturers operating 
moderate size plants sell abroad directly in such manner as to keep their 
plants operating on full time throughout the year, and I am also satisfied 
that this can be made possible by the service which the surety companies 
can furnish. 
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The Federal Reserve Life 
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of Kansas City, Kansas, is writing One Million Dollars of 
business every month in Kansas. 


There is a reason for this, and a Mighty Good One! 
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as those who have had years of experience. If interested, 
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